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Leader 12” standard Trofferlite with 
Holophane Controlens. Available in 
three types—intensive, concentrating 
ond extensive 


Leader 12” glass enclosed Trofterlite 
with Factrolite glass panel. Factrolite 
combines low cost lamp building with 
ee WU 


Leader 12” Trofferlite with Curved 
Type Lens. Embodies all of the fine 
features of the regular 12” Trofter, 
but with o curved lens glass enclosure. 


Leader Troffer Direclite may be used 
between Troffers in continuous runs. 
Great merchandising aid in “high- 
lighting’ specific merchandise disploys. 


Leader recessed Trofferlite with 


curved type Holophane Control- 


ens. Gives efficient control of 
lighting with a minimum of shadows. 





Phere’s a Leader Trofferlite with specialized Controlens 

to help solve every special lighting problem, Offered in three 
types. curved, flat and ceiling mounted, they combine “tops” in lighting 
eflicieney with architectural beauty. The light-concentrating Controlens 
vathers, bends and directs the light downward into a useful pattern . 
putting the light where it is most needed. This collecting action virtually 
eliminates harmful. high-angle glare, and provides smooth, even lighting 
distribution with maximum efficiency. Leader Specialized Troffers are 
available in 12” and 13°,” widths, deep or shallow construction. Other Leader 
Troffers are offered in a variety of types and models, with or without trim, 
and in 12”, 1394" and 20° widths. The 12” and 20 models are available open, 
louvered or glass enclosed. Leader Veofferlites are finished inside in high 


gloss baked white enamel, with gray satin aluminum exterior. 


Ian Leader's New Trofferlite Catalog. Write 
e } e jor your copy on letterhead, please, to 
LEADER ELECTRIC COMPANY 


3500 N. KEDZIE e CHICAGO 18, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON STREET, © OAKLAND 6, CALIFORNIA 
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ELECTRICAL WHOLESALERS...‘‘New Electrical Developments” catch 


NEW ELECTRICAL the eye of men who buy fuses. That's why they read this new series of 
ads. At the same time, they learn about ECONOMY “DE-LAY" FUSES 
DEVELOPMENTS #2 and LINKS. Your stock should be adequate to give prompt delivery. 





Protect Modern Machines 
against Costly Delays 



















TRIPLES 
PRODUCTION 
SPEED 


@ This Gisholt Turn Mill 
has two milling cut- 
ters that work in 
pairs, and progres- 
sively mill the pin 
diameters and ad- 
jacent cheeks on an 
automobile crank- 
shaft, three times as 
fast as the previ- 
ously used system. 


Modern 


ECONO MY -*De-Lay”’ Fuses 

















Your Electrical Circuits Need 
ECONOMY Modern “De-Lay” Protection 


Why risk needless stoppages of your time-saving 
and cost-reducing equipment, due to needless 
“blows” caused by momentary overloads? 

ECONOMY “De-Lay” FUSES offer superior pro- 
tection against unnecessary “blows” within the 135 


to 200% range, where most overloads occur. 


Your Electrical Wholesaler can supply you with 
ECONOMY “De-Lay” Renewable Fuses and 
Renewal Links. 





You are invited to 
write for the New 
Economy Catalog. 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE, CHICAGO 14, ILL. Acc Principat cinies 
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TIE IN NOW WITH THE BIG 





WESTINGHOUSE LAMP CAMPAIGN— 


AND MAKE THAT CASH REGISTER SING! 





4 7 » a W > 
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Twelve full-color ads in the 10 weeks starting February 22 will be Si te 
reminding your customers, “Light Your House with Westinghouse.” 
But that’s not all... 





These ads, which will appear in the Saturday Evening Post, Time, 

This Week, and Parade, are just a part of a complete campaign. The full 
program includes sales-stimulating point-of-sale material, merchandisers, 
radio announcements, station displays, and other promotional aids calculated 


to make your cash register sing! 


Tie in now with Westinghouse Lamp advertising . . . feature Westinghouse 
Lamps in your windows and store displays . . . and let the house that means 
Westinghouse build “Jack” for you! Lamp Division, Westinghouse Electric 
Corporation, Bloomfield, N. J. 
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FLUORESCENT 
BALLASTS 




















GeneERAL ELECTRIC has reduced prices on 
fluorescent ballasts up to 11 per cent since 
November 17, 1947. Price comparisons between 
November 15, 1947 and January 15, 1948 show 


reductions averaging over 8 per cent. Full information on current list prices can be ob- 
tained from your nearest G-E Apparatus Sales 


Office. For bulletin GEA-4950, describing the com- 
reducing your cost for high quality lamp-matched plete line of G-E ballasts, write Apparatus Depart- 


fluorescent ballasts. ment, General Electric Co., Schenectady 5, N. Y. 


GENERAL @ ELECTRIC 


This is another example of G-E leadership in 
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Ordinary Fluorescent Fixtures, fitted with conven- 
tional Starter Switches, frequently result in confusing, 
high cost maintenance. When Lamps stop burning, 
it is often very difficult to determine whether the Lamp 
or the Starter needs replacing. 

With GUTH Quick-Liters, there are no Starter Switch- 
es—so there are no questions! When a Lamp goes 
out, it’s a dead Lamp! Result—easier, quicker, more 
certain maintenance. Also, much longer usefulness — 











since each Lamp supplies illumination to the end of 
its life! 

Check the many additional advantages of GUTH 
Quick-Liters: —light at the flick of a switch—start and 
operate at temperatures as low as 0° F, or on low or 
irregular voltage—mass-produced for lower initial 
cost and more economical installation cost. These ad- 
vantages readily explain why Quick-Liters are the 
final word in Good Fluorescent Illumination. 


WRITE TODAY FOR INTERESTING MATERIAL 
ON THE FEATURES OF GUTH QUICK-LITERS 


MANY ATTRACTIVE, EFFICIENT Si uthh FLUORESCENT LUMINAIRES 
MAY BE EQUIPPED WITH QUICK-LITER BALLASTS 
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IN YOUR CORNER... 


WHEN YOU SELL ROEBLING ELECTRIC WIRE AND CABLE 


ESERVICE! Fast service that helps you meet cus- When your order comes in, the goods go out... 
Homers’ needs on the dot! . .. Wherever you're promptly, with no delay. 








located, there’s a Roebling warehouse within This is the sort of service that brings new 
easy reach . . . ready to supplement your own customers and keeps old ones . . . yet it’s only one 
stock ... enabling you to fill orders when wanted business-building factor in the Roebling program. 
... by shortest route and quickest conveyance. JOHN A. ROEBLING’S SONS COMPANY 
And Roebling warehouses are more than geo- TRENTON 2, NEW JERSEY 
4 graphically strategic, they're completely stocked! Branches and Warehouses in Principal Cities 


oe es See eee es eee eee ee ee — a ee ee See eee ee eee eee ee eee ee ee eee ee ee eee ee 








“SA TECHNICAL HELP THAT PAYS OFF 


Z Roebling Engineers and your Roebling Field Man 





are always ready to help you solve technical prob- 
lems . . . to suggest the right Roebling product for 
the job . . . the right way to use it for top perform- 
ance and lowest cost. Make use of this service . . . it 
is bringing suppliers more and more orders the 





country over. 


= 4 
| ADVERTISING THAT SELLS IN YOUR MARKET 


Hard-hitting, effective, colorful page and two-page 





Roebling advertisements in leading business and 


>» * “4 ° ¥ 
; : industrial papers reach every customer and prospect 





te, 


“Sg in your market. Telling the story of Roebling prod- 





tad . 
ne ucts and service, month after month, they mean 








} § more sales and bigger profits for Roebling agencies. 


y = oe a ee cee ee ee ee ee Se ee ee ee ee eee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
Ky 





* WIRE ROPE AND STRAND * FITTINGS *® SLINGS 
* SUSPENSION BRIDGES AND CABLES * AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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“It strips fast and easy 


wool S : Lagan RU 


and crush the cover for as far as you 
want to strip. This allows the satu- 
rated fibrous cotton cover—flame- 





You don’t need to use a knife when 
you strip Laytex RU. Just place the 
wire in the heel of side-cutter pliers— 


KU wiring wile RU? 
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retardant and moisture-resistant— 
to be quickly peeled back. The insu- 
lation is then easily rolled back . . 

and you have a clean, quick strip. 





There’s no need to scrape with a 
knife—conductor is free of loose 
particles. Once you’ve made a con- 
nection, simply roll the insulation 
back over the barrel of the terminal 
and tape it up. You have a neat, 
streamlined job with double protec- 
tion. In a laboratory test Laytex RU 





was proved to be 33% to 300% easier 
to pull than 5 other leading brands. 
Most important of all, Laytex RU 
permits more wires per conduit on 
rewiring jobs because it is America’s 


smallest diameter, lightest weight 
natural rubber insulated branch cir- 
cuit wire. The dip process of apply- 
ing the insulation guarantees perfect 
centering and no thin spots. Send 
today for sample plus booklet con- 
taining more details about this wire. 
Wire and Cable Department, United 
States Rubber Company, 1230 Avenue 


of the Americas, New York 20, N. Y. 
“Reg U.S. Pat. Of. 


—~- US LAYTEX RU --- a 





UNITED STATES 
RUBBER COMPANY 





et Ry. 
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Vaportight 


Industrial Lighting 


SCONDUDET). 


For use in boiler rooms, powerhouses, shower 
rooms, tunnels, loading docks, building. en- 
trances, and all indoor and outdoor locations 
where exposed to moisture and rain, non-ex- 
=" vapors and gases, or non-combustible 

usts. 








Vaportight lighting fixtures are available for attaching to several 
round-base Condulets and sheet steel outlet boxes. Crouse-Hinds 
complete Vaportight line includes hand lamps, switches, plug re- 
ceptacles, and other electrical devices. 


Complete listings in Section 25, Condulet Catalog 2500. 





* CONDULET is a coined 
word registered in the U.S. 
Patent Office. It designates 
Q@ product made only by the 
Crouse-Hinds Company. 





inc § CROUSE-HINDS COMPANY 


eee Syracuse 1, N. Y. 





CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT 


co tate Otfices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit 
ty Saige Houston — Indianapolis — Kansas City ~Los Angeles — Milwaukee — Minneapolis—New York 
¢ ‘ Philadelphia — Pittsburgh — Portland, Ore.—San Francisco — Seattle — St. Louis —- Washington. 
hey Resident Representatives: Albany — Atlanta —Charlotte —- New Orleans — Richmond, Va 
ao 
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You can talk about it when you say 





“General Electric” to your wiring materials 
g 


customers. 





Wires, cables, and cords . . . raceways, 
boxes, covers and fittings ... wiring devices, 
fuses, fluorescent accessories ...G. E. has 







’em all, in one complete line, sold under one 
brand name. It’s General Electric . . . the 


best-known name in electric products. 



























GENERAL @ ELECTRIC 


We talk about a full line, too, in a 
steady stream of advertisements and promo- 
tion pieces directed to the people you want 
to sell. We tell them about General Electric 
products... pointing out to them that what- 
ever they need in wiring materials, General 


Electric has it. And we emphasize the con- 





par @ arte 


% | oon 


GENERAL @ ELECTRIC 


venience of a single source of high-quality 
products. 

It’s the kind of solid support that helps to 
make your job easy ... helps you know that 
“when you say G. E., they'll agree.” 

General Electric Company, Construction 


Materials Division, Bridgeport 2, Conn. 


GENERAL @ ELECTRIC 


ELECTRICAL WHOLESALING — March, 1948 





on 


18 







Reasons 
why you will 


recommend 


FLEUR-O-LIER 


Fleur-O-Lier’s advantages are so clear, so simple, 
that you will want to recommend them to your cus- 
tomers. The important benefits are: 


1. Every Fleur-O-Lier fixture delivers fine lighting 
performance. 


2. Long, trouble-free service assures customer satis- 
faction. 


3. Each manufacturer offers individual styling and 
design, but every fixture meets exacting specifi- 
cations for lighting, constructional and elec- 
trical excellence. 


BW WAR 


4. Conformance to these rigid specifications is safe- 
guarded by impartial Electrical Testing Labora- 
tories, Inc., which checks and tests Fleur-O-Lier 
fixtures. 


XS 


f 


Fleur-O-Lier offers a Product and a Program. The 
product is tops. The program promotes and 
develops commercial fluorescent lighting—ele- 
vates lighting standards to higher levels. 


Ss 


Everybody benefits from Fleur-O-Lier—you and your 
customers. 








FLEUR-O-LIER 
WMauufacturers 


2116 Keith Building °« Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any manufacturer who complies with Fleur-O-Lier requirements. 





March, 1948 —ELECTRICAL WHOLESALING 


*K Every Fleur-O-Lier fixture uses 
Certified Ballasts and Certified 


Starters. 


CERTIFIED 
in accordance 
with Test 
Requirements of 


Specifications of 
Fleur-O-Lier Manufacturers 


ELECTRICAL TESTING 
LABORATORIES, INC 
NEW YORK NY 

















Joseph Margolis 


Architect, Phila. 


Joseph Sand 


Engineer 


Electric Constructors, Inc. 
Millville, N. J. 


A THOUSAND ELECTRICAL OUTLETS AVAILABLE IMMEDIATELY 
FOR ANY CHANGE IN STORE LAYOUT 


Baltimore Markets, in planning their giant food store in Camden, 
New Jersey, realized the need for a flexible electrical system. 
WALKER, pioneer in the field of underfloor distribution, supplied 
the answer. “Locked-in” inserts provide outlets for power and light 
from concealed raceways running the length and breadth of the 
30,000 square feet of floor space. Connections for light and power 
For further details, write for for any point on the floor at any time in the future may be quickly 
ret tata aR and cheaply made without disturbing the terrazzo floor. WALKER 
“Preset’ method of underfloor distribution works just as well in office 
buildings, banks, factories, and schools. 


WALKER BROTHERS 
Conshohocken 51, Pa. 


Mia" |NDERFLOOR SYSTEMS™ 
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CRESCENT 








or. Underground 


RESCENT IMPERVEX TRENCHWIRE provides the LOWEST 6 
PERMANENT underground installation for services from power line to mé 
for connecting several buildings from the same service, as on FARMS, ESTAT 
and INSTITUTIONS and for STREET, AIRPORT, BALL PARK and other out- 
door lighting and power circuits. 







®© CONSTRUCTION—The single copper conductor is insulated with IMPERVEX 
special moisture and heat-resisting rubber insulation. A tough NEOPRENE armor 
sheath is vulcanized over the insulation, protecting it from injury during and after 
installation. The cable is flame-retarding and practically UNAFFECTED by 
water, oil, acid, alkali, sunlight and exposure to the earth or weather ;—nothing to 
rot, rust or corrode. 





® EASY INSTALLATION—Two or more IM- 
PERVEX TRENCHWIRES are laid together 
in a narrow trench to form the cable with no ad- 
ditional protection normally required. 


@® APPROVED—Carries Underwriters’ Labora- 
tories’ Labels as TYPE USE—Underground 
Service Entrance Cable, and conforms to the 
National Electrical Code. 


@® PROVEN—tTens of millions of feet of 
CRESCENT IMPERVEX TRENCHWIRE 
have been installed over the last seven years 
under all types of installation conditions, with 
not one case of failure reported—a unique rec- 
ord of dependability! 


@ AVAILABLE FROM STOCK—Electrical 
IMPERVEX wholesalers have CRESCENT IMPERVEX 
TRENCHWIRE in sizes No. 12 to No. 4 AWG 
TRENCHWIRE —~ in stock. Larger sizes available from warehouse 
stocks or the factory. 
@ BULLETIN No. 451 giving technical infor- 
mation on selection of proper size of conductor, 
etc:,.will be furnished on request. 


\ 
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CRESCENT IMPERVEX TRENCHWIRE 


tas Mhdlravabtes yptgmnth qpotitiomeap! 
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TRENTON, N. J. 
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MAMUM Zz 


“Klasium White” is an LPI exclusive 

feature. Developed by our chemists for 

use on a// LPI fixtures, ‘“Klasium” 

is the most advanced of modern baked 
enamel finishes. 


“Klasium” coating is BONDED to the 
metal. It can’t crack or chip. It's 
rustproof and waterproof. Smooth and 
white, it can be cleaned quickly 
and easily — without damage — by any 
ordinary cleaning compound. 
“Klasium” is a permanent white. It can’t 
fade or lose lustre. 





And — this is important — “Klasium”’ 
gives LPI fixtures a reflection factor in 
excess of 80% —higher than other 
currently used finishes. It means more 
usable light per watt. 


Your LPI fixtures are finished in 
“Klasium White.” It’s the best, and 
it's exclusive. 


Sold through leading electrical 
wholesalers. 








LIGHTING 


tile 


} INC. 








HIGHLAND PARK, ILLINOIS 
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FWATARD 


Fev cable to meet special service re- 

quirements — that’s usually a pretty safe 
rule to follow. But every good rule has an 
exception sometimes and, such an exception 
is Hazasheath. 

Tinned copper conductors are first 
protected with a strong, resilient wall 
of moisture-resistant Submarine insulation. 
Over this conductor insulation goes tightly 
wound protective tapes. And then to give 
this cable its installation versatility, the 
outer sheath is a thick jacket of Hazaprene, 


SIDE OR OUTSIDE 





compounded with neoprene, and mold 
cured under heavy pressure. This 
Hazasheath jacket resists oil, sunlight, 
acids, moisture, chemicals and mechanical 
damage. It has all the necessary protection 
for aerial, underground or conduit service 
built in . . . makes cable installation 
simple, fast and economical. For complete 
details, see your Hazard representative 
or write for Hazasheath Bulletin 322. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


_GLASZABDE 


insulated wires and cables for every electrical use | 
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industrial application 
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Whether your plant has high ceilings or low ceilings, hard-to-light corners, 
light-absorbing floors and walls...whatever your plant lighting problems, 
you can solve them with Day-Brite Fluorescent Lighting Fixtures. They 
distribute glare-free light evenly on the working plane, are rigidly 
constructed of heavy gauge steel, and engineered to withstand shock 
and vibration. Day-Brite Fixtures are made to last. 


th DAY-LINE heavy-duty industrial fluorescent fixture with porcelain-enameled steel 
reflectors. Designed for two and three 40-watt and two 100-watt lamps ...unit or continuous 
installations. U. S. Patent Nos. 2317434, D-135375 and D-133458. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE WHEN IT’S 


VAN Gi i ine = 
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HOW THE (ff) AC CIRCUIT BREAKER LOAD CENTER “falomatically SERVES YOU 











March, 


FIRST, REMOVE THE CAUSE 


The @ Circuit Breaker LOAD CENTER automatically 
serves you 24 hours a day by eliminating both the 
hazards and inconveniences of short circuits. 


This automatic protection is the result of a positive 
thermal-magnetic action that opens the circuit at the 
first sign of a short circuit or dangerous overload... 
yet ignores harmless surges of current. 


... the improved @ Circuit Breaker 
goes into immediate action. Danger- 
ous current is instantly and automat- 
ically interrupted and the handle of 
the circuit breaker trips to the “off” 
position indicating the circuit in 
trouble. 


OF TROUBLE... ‘en? — 


After the cause of trouble has been 
removed, you simply flip the handle 
of the @ Circuit Breaker back to 
the “on” position and full electrical 
service is restored. There’s nothing 
to replace...no danger of shock. 


Shockproof and simple to operate, these modern 
circuit protectors also provide all the electrical capac- 
ity needed for household appliances and future cir- 
cuits. Available in 2 to 16 poles, 15 to 50 amperes, 
for 120 volts AC service. 


See your electrical contractor for details...or 
write for Free Bulletin No. 203. 


Frank eCdam Electric Co. 


ST. LOUIS 13, MISSOURI 
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PITTSBURGH PERMAFLECTOR 
LIGHTING EQUIPMENT 
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ae” 
Oth tees > 
\ Permaflector ~ 


Do plans call for fluorescent, incandescent, or a com- A PERMAFLECTOR PORTRAIT 


nation of h? Joseph DeRoy & Sons 
sheworai's hm Architect: Harry H. Lefkowitz; R. A. 
Electrical Contractor: D. Levinson 





The light you want where you want it” 1s yours 
when you select Pittsburgh Permaflector Lighting 
Equipment which is so flexible in application 0) 
fistinctive in appearance so efficient in results 
Low installation and maintenance costs are other tea 


tures which make Pittsburgh Permaflector Equipment 


the outstanding choice everywhere we 


roo ees we oss ese PYFTSBURGH REFLECTOR COMPANY 


ecommendations for your individual lighting needs 


j 


Writs for the ondensed catalog which lists his address OLIVER BUILDING . PITTSBURGH Le PENNSYLVANIA 
nN, { TRIBLITED BY BETTER ELECTRICA wih ESALERS EVERY WHERE 








THESE ADS 
ARE SOMETHING , 
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eae JOBS OW THE Move! 


Conduit becouse ; Contr — 
the: it possesses f ol Rigid Stee! 
and efficiency on the job. ectures thot help maintain peed 


W's ee 
pes on bend o- thread 


2 Accurate machine threaded end 
* 
ond couplings @sure fest mekevp. ~[ Io” 


























People forget easily. Remembering _Z Borttence 80 mechon 
Prevents waste of time onan — 44 
a place... aname...or a product | gnnnenen materiel 
surface preventsdem. ** 


ho 


@9¢ te wire and cable insuletions. 2 


takes effort. That’s why, even when Pane 
‘our Central Conduit 


everything pouibletomoke yor sere, wil do 
ty a8 today’s wprecedents your delivery as quick- 


no “sell” is required, we continue to 
'd demands will permit, 


remind buyers about Central Rigid 
Steel Conduit and you, Central © & « 
Conduit distributors. 











Every month a similar message 


reaches a great, great many of your 





present and future customers. Each 


m ° : This is one of a series of Spang ads which 
one reminds them of the fine quali ore appearing regularly in: ELECTRICAL 


ties of Central Conduit and to place CONSTRUCTION AND MAINTENANCE, 
: ELECTRICAL WEST and ELECTRICAL WORLD. 
their orders as early as they can. 


But not all our efforts are of an a Ae eo .. 
advertising nature nor are they mm “% ae | HA I t A N j 
all directed to the future. Every a . : a 


day new steps are being taken 


. » National Supply Company 
to insure greater production of eal a Sma 
General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 


District Offices and Sal Representatives in Principal Cities 





Central Conduit. In that way we 
hope to help you supply your custom- 
ers more quickly and adequately. 
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Because — you can always 





depend on the variety of Burndy connectors to provide quick, eco- 
nomical and highly efficient electrical connections. 

This dependability stems from Burndy’s long leadership in the 
electrical connector field . . . which has resulted in the acceptance of 


Burndy connectors for all construction and maintenance requirements. 


Remember tdo,.deliveries are good at Burndy. Do you have the latest 


Burndy Catalog? 





IN CANADA: Canadian Line Materials, Limited, Toronto 13 


B UR NDY *New York 5 4, N.Y. — rorticn: Philips Export Corporation, New York 17, N. Y. 
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THE MOST 
SPECTACULAR 
FAN SALES 
YOU'VE EVER 
Known! 


NEW 
IMPROVEMENTS 


QUALITY 


PROFITS 


RN 
TODD! 





BERNS MFG. CORPORATION 


2278 N. ELSTON AVE., CHICAGO 14, ILL. 
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DANGER 
THIRD 


—— 


Pick Security Friction Tape 






High di-electric strength for high voltage jobs, plus strong 
rubbery adhesive with a terrific grip . . . that’s Security 
Friction Tape. And Security has no pin holes, does not 
unravel when unwound from the roll. For electrical and 
general purpose jobs, big or little, you'll find straight- 


tearing, highly-insulating Security a tape you can trust. 


Play Safe-Use Security 


UNITED STATES RUBBER COMPANY @® 


1230 Avenue of the Americas, New York 20, N. Y, 
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LOOK... 
WHAT'S IN 
THE WIND 











ADVERTISEMENT 


IDEAL DISTRIBUTOR 


NEWS 





TO HELP 
YOU SELL 














PUBLISHED BY IDEAL INDUSTRIES, Inc., Sycamore, III. 


MARCH, 1948 





START SALES TRAINING PROGRAM 


IDEAL CONDUCTING 





DISTRIBUTORS GET 
FREE DIRECT MAIL 


Tie In With Ideal’s National 
Advertising Campaign By 
Localized Mailings 





Ideal Distributors are identify- 
ing themselves with the com- 
pany’s big national advertising 
campaign by mailing Ideal liter- 
ature to their customer lists. 
Colorful, illustrtaed folders in 
the form of self-mailers are fur- 
nished free to Ideal Distributors 
with their imprint on the reply 
card. 
Brings In Business 

The use of this free direct mail 
enables the Idea! Distributor to 
cash in on national business 
paper advertising which features 
the fact that Ideal products are 
“Distributed by America’s Lead- 
ing Wholesalers.”’ It brings in- 
quiries to the distributor direct; 
the result is quicker sales in 
greater volume. 


An attractive array of sample 
folders is furnished to Ideal Dis- 
tributors each month with a 
convenient order blank for re- 
questing any quantity required. 


THERMO-GRIP WINS 


A recent ‘est has proved that 
the Ideal Thermo-Grip is by far 
the quickest and best way to 
solder lugs. 

Heats Lug in 20 Seconds 
Using a 1000 watt power unit 
and plier attachment, a 125 
ampere lug was brought to soft 
soldering temperature in only 
20 seconds and a 400 ampere 
lug in less than a minute. 


Close Heat Control 


The test also demonstrated the 
value of thumb switch heat con- 
trol and the advantage of hold- 
ing the lug in place with the 
Thermo-Grip pliers until the 
solder cools, 
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“*Tank Type’’ Cleaner. 





First Ideal sales training meeting, held at Sycamore, Ill. V. G. 
Mulligan, in charge of sales training, is demonstrating the new Ideal 





VOLTAGE TESTER 
SALES SKYROCKET 


Orders for the new Ideal Voltage 
Testers are pouring in from dis- 
tributors all over the country. 
They report that this tester fills 
a big need for a safe, accurate 
| testing device. 

| The Ideal Voltage Tester is es- 
pecially popular with electrical 
contractors, plant electricians, 
and public utility men. 

Sales are being stimulated by a 
consistent national advertising 
| program. The tester is packed 
| complete with carrying case and 
attractively priced. 














CLEANER INQUIRIES 
FLOOD FACTORY 


Although the national advertis- 
ing directs inquiries to Ideal 
Distributors, the factory is being 
inundated with requests for in- 
formation on Ideal ‘‘Tank Type”’ 
and “‘Hand Type’’ Cleaners, 
These inquiries are being fun- 
neled to franchised distributors 
for follow-up. 


The interest displayed in Ideal 
Cleaners by institutions, hotels, 
theatres, and industrial plants 
shows that the 1948 sales esti- 
mate was very conservalive. 

















Ideal ‘‘Wire-Nut’’ Wall Chart is 
| furnished with or without the dis- 
| tributor’s imprint. 


WHOLESALING 








“It’s the Nuts,” Says Wire-Nut Chart) 


The new Ideal ‘‘Wire-Nut”’ wall 
chart will give you a laugh and 
help you,too. The busy monkey, 
eatinga banana and making wire 
connections at the same time, 
says “‘it’s the nuts.”’ 


This attractive display in red, 
green, and black has an easy- 
to-read Selector Chart showing 
all the usual wire combinations 
that can be joined with “‘Wire- 
Nuts” and the proper size to use. 
The chart is furnished for dis- 
tributors’ counter display and 
can be used as a wall chart by 
electrical contractors, architects, 
repair and maintenance men. 








LOCAL MEETINGS 
THROUGHOUT U. S. 


Distributor Salesmen Get 
Complete Sales Story 
On Ideal Products 





The Ideal sales training program 
is making a smash hit! Local 
meetings, conducted by well- 
trained Ideal representatives 
and well attended by enthusi- 
astic groups, are giving distrib- 
utor salesmen an opportunity to 
learn all about Ideal products, 
their sales features, their appli- 
cations and their market possi- 
bilities. 


Well-Planned Program 


| The program has been carefully 








planned and organized so that 
the whole story, including prac- 
tical demonstrations, has been 
condensed into a two-hour ses- 
sion. No detail has been over- 
looked in providing distributor 
salesmen with information to 
help them sell. 
Points to Profits 

This program not only gives 
valuablesales training but points 
out the big, profitable market 
potential for Ideal products. 
Meetings are being scheduled 
through the five Ideal divisional 
sales offices and representatives 
in all principal cities. 


ALL SET TO GO 


Ward Schafer, Ideal general sales 
manager, states that the Ideal 
policy of Selective Wholesale 
Distribution is proving a huge 
suecess. The nation-wide organ- 
ization is being completed ahead 
of schedule and is operating 
smoothly in high gear. Mr. 
Schafer predicts that all Ideal 
distributor franchises will be 
taken up within the next 60 days 
and urges immediate action on 
the part of those who are now 








considering an Ideal connection, 
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ef, fluorescent Virden is not 


only serious but highly interesting. Here 


are two sweet Virden fixtures that are 





definitely earmarked—"“ possibilities unlim- 


ited". Their beautifully clean lines — their 





perfect adaptability to every conceivable 


VIRDEN VALUE 


situation, are not the result of accident. 





They spell Virden value at all points. 


See your Virden wholesaler. 


» 


x ed alt J “possibilities 


unlimited “’ 








—so we said 
in announcing 
these fixtures. 
f It is still 
just as true. 




















This complete Pendant fixture No. VF-8440-P illustrated is ae- 

signed and constructed for individual mounting . .. and is an 

a assembly of the following Kits: VK-744 Basic Chassis, VK-440 
> 4-Lt. Shield, VK-300 Twin Stem Pendant. 








This row of Continuous Pendant fixtures is an assembly of the following 
total Kits: 3—VK-744 Basic Chassis, 3—VK-440 4-Lt. Shields, 3—VK-200 
Single Stem Pendants, 2—VK-600 Spacer Couplings . . . as indicated by the 
cut-off illustration, it can be added to indefinitely. 


Uember American Home Lighting Vustitute 
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THAT WET LOCATION 


IS AN INVITATION 


TO DUCKS...AND 





WIRE 


*Trademark 
Registered 


You can do no better service to your customers than 
to recommend or install Rome Synthinol thermo- 
plastic insulated building wires, and, at the same 
time, gain for yourself lasting customer confidence. 

Specifically approved by the Underwriters’ Lab- 
oratories for 600 volt service at 60° C in wet loca- 
tions, under the rules of the National Electrical 
Code, Section 3102 b, Rome Synthinol, Type TW, is 
equally suitable for all general purpose wiring. Its 
high resistance to oils and greases, acids, alkalies, 
moisture and flame recommends Rome Synthinol 


i 


@ ok 
Db 


TYPE TW BUILDING 


UNDERWRITERS’ 
APPROVED 


Write for Circular 101, describing 
Rome Synthinol Thermoplastic In- 
sulated Wires and Cables. It's 
yours for the asking. 





for really severe installation conditions. It is prac- 
tically unaffected by long time exposure to sunlight. 
Colors are non-fading and clear . . . there is no 
outer braid to rot or fray. The smooth, waxed finish 
provides a non-friction surface for easy pulling. 

Rome Synthinol, Type TW, has printed on its 
surface the name “ROME CABLE,” with size, voltage 
rating, type, and the words, ‘MOISTURE RESISTANT 
GRADE.” Insist upon wire so printed. It is your assur- 
ance .. . first, that you have Rome Synthinol 
quality and . . . second, that the wire is Under- 
writers’ Approved. 


Easy to Pull « Uniformly Small Diameter + Easy to Strip 
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Bus Plug illustrated shows 
fingers for contacting duct bus 
bars. Many types of BullDog 
bus plugs ore available, for 
varying needs. 


> 


Actual installation photograph, showing BullDog Plug about to 
be inserted in ‘Plug-In’ Duct. BullDog manufactures Vacu-Break 
Safety Switches * SaffoFuse Panelboards * Superba and Rocker 
Type Lighting Panels * Switchboards * Circuit Master Breakers * 
“Lo-X" Feeder BUStribution DUCT * ‘Plug-In’ Type BUStribution 
DUCT * Universal Trol-E-Duct for flexible lighting * Industrial Trol- 
E-Duct for portable tools, cranes, hoists. —____—_—_—_> 








WS 


a 
S 


Power with a long-time 
payoff for wholesalers 


a, shutdowns while adding or moving machines tion DUCT is being told through an advertisement 
can cost your customers plenty. similar to this one. They are being educated about 
and they’re ready for 





As a wholesaler, you can do something about it with this modern, efficient system 
BullDog “Plug-In” BUStribution DUCT. When your Yu to complete the sale. 
customers install this system, they get live power 
they can tap anywhere—no shutdowns, no excess cuts 


in production, no unnecessary profit losses. BullDog’s Field Engineers welcome the opportunity 
Where BullDog “Plug-In” Duct is at work, savings of discussing the selling features of any BullDog 
are obvious for years ... a long-time payoff for the product with Electrical Wholesalers. Their special 


wholesaler who sells it. knowledge and experience can often be of great 


assistance to electrical suppliers in influencing a sale. 
Why not take advantage of this BullDog service? 





Easy to sell and install 


You'll find “Plug-In” BUStribution DUCT remark- 
ably easy to sell when your customers hear about its 


many advantages. | BULLDOG ELECTRIC PRODUCTS COMPANY 
_ Electrical installers are quickly sold on ease of — petRoit 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
installation. “Plug-In” Duct is prefabricated in stand- IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


ard parts, with standard fittings. Buyers can make a 
better estimate of how much a job will cost, because 
they can predict installation time accurately. 

“Plug-In”? Duct is also completely salvable 
moved with no loss of parts. 

Always recommend BullDog “Plug-In’”’ BUStribu- 
tion DUCT. When you do, your reputation among 
electrical buyers will reach new heights. 

In 11 leading trade publications that reach 316,931 
prospects, the story of BullDog “Plug-In” BUStribu- HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 





can be 
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Engineered ing Products 


the name of Globe Lighting 
Products Inc. has become 
ynonymous with expert 
engineering and the finest 


in Design, Craftsmanship 





and materials. Leaders in 
lighting of distinction for 


over a quarter century 


ENT 
ENT 


WRITE TODAY for Globe's two, colorful catalogs covering commercial and residential lighting. 


Established for over a quorter century 


LIGHTING PRODUCTS, INC. 
BROOKLYN, NEW YORK * LOS ANGELES, CALIF. 
NEW YORK showrooms: 16 EAST 40th STREET 
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DURABLE+ DEPENDABLE 


PYLE-NATIONAL 


a ee ee 





Heavy Duty Plugs ana 
Receptacles 


1, 2, 3, 4, 6, 8 pole interchangeable contact units 
’ — 7 ,% r Poe 
Cp y i} Ea (0° 

ae LC AS We 

a, > — 
CS ¢2 Ce 
Zs \ee ‘> J = \ mew 





FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most Triploc and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 


severe operating conditions, as proven by years of remarkably depend- in the heavy duty field, with a virtually 


. . ° . ms . . ° a hl unli ite » a . . ina- 

able service in a wide variety of industrial applications. The many sub- nS Caney af Qeny oaninee 
" , tions for varied applications. Offers a selec- 

stantial construction features of this extensive line of plugs and re- tion of 1, 2, 3, 4, 6 and 8 pole contact units 
f which are interchangeable and reversible in 
ceptacles and the high quality of materials and workmanship insure any single set of housings. Many types of 


single housings available of pressed steel 
with automatic lock and of cast metal 
threaded for watertight gasket seal. Multi- 
Circuit housings—2, 3 and 4 gang—available 
for combinations up to 32 poles. Ratings 15 
and 20 amperes, 250 volts DC, 460 volts AC 
—circuit breaking. Pressed steel fusible 
and fuseless plugs measure 1'%" outside 
diameter. 


Midget Triploc Series Same con- 


struction features as Triploc except for 
much smaller outside diameter of plug 
shell—only 144”. Interchangeable and re- 
versible contact units—2, 3 and 4 pole —are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 


a meen ye 
Dy a™‘ 
\ Cmax, 


safe operation, uninterrupted service and long life. 
















Fuseless Plug 


‘ QuelArc * Circuit Breaking Series Unique partitioned in- oo a 
_ 2-Gang Receptacle 


sulation provides long insulated paths through air and across surfaces 


for exceptional protection in these current rupturing devices. Galvan- General Purpose Series Available 


with cast metal housings in many types for 


ized cast metal housings, bakelite insulation and individually renewable elecuit heeakine and disconnect ecevice. 30 


. ‘re 25 ae C—1, 2.3 

: a : = — i 4 : 9 : a amperes, 125 volts DC, 250 volt A , 

contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, & © cul 6-acle GF cen, O05 a 
- . ‘ ‘ . _—. . 5 > ‘ “re. 25 ‘ 

250 volts DC, 600 volts AC — 2, 3, and 4 pole—grounded through shell or volts—3, 4 and 5 pole. 100 ampere, 250 and 

600 volts—2, 3 and 4 pole. Also many special 

extra pole. Threaded cap, plain and hinged spring door housing styles types, fusible and fuseless, for varied ap- 


‘ plications. 
are available. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
Offices: New York ¢ Baltimore « Pittsburgh e St. Louis « St. Paul e San Francisco « Cleveland SINCE 1897 
Export Department: International Railway Supply Co., New York e Canadian Agent: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS + FLOODLIGHTS «+ TURBO-GENERATORS e LOCOMOTIVE HEADLIGHTS e¢ MULTI-VENT AIR DISTRIBUTION 
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“BREEZE-ALL’’ FLOOR FAN—Durable mahog- 
any plastic with chromium-plated legs and 
grille. Two-speed motor moves large volume 
of air up and outward from center of four- 
bladed, 12” fan. All moving parts guarded 
against dirt and dust. Grille gives complete 
protection against personal injury. 


PEDESTAL FAN—Gunmetal finish on blades, 
motor housing and base. Bright guard. Ad- 
justable for height—i2 and 16-inch model 
from 38 up to 62 inches; 10-inch fan from 
35 to 59 inches from floor to center of guard. 
Wide, quiet-running fan blades. Fully 
enclosed oscillating mechanism. Guaranteed 
five full years. 
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ERE, in the new R & M Fan line, you have 
everything to make 1948 a standout selling 
season. They're the finest fans we've ever made— 
and that after 50 years. They're profitable for you 
because they stay sold. And this is ‘name’ mer- 
chandise that builds your reputation as a dealer in 


quality appliances. 


Consistent national advertising, before and during 
the season, swells consumer acceptance for R & M 
Fans. Newspaper mats, folders, window streamers 
(all at.no cost to you) and an attractive co-opera- 
tive advertising allowance help you turn prospects 


into buyers. 


So, get set for your biggest fan year in nearly a 
decade. See your nearest R & M Fan distributor 
OR mail the coupon for his name and literature on 
this great new R & M Fan line. 


ROBBINS & MYERS, INC. 


SPRINGFIELD 99, OHIO « BRANTFORD, ONTARIO 


BANNER FAN—Popular-priced. Big air 
delivery at low current cost. Handsome 
bronze finish. Sturdy, die-cast motor 
body and base. Fully enclosed oscillat- 
ing mechanism. Quiet-running 10, 12, 
and 16-inch blades. Two speeds on 12 
and 16-inch fans. Wall-mounting brack- 
et included. One full year guarantee. 





HOME COOLER—It’s portable— 
sets into open window. Ultra- 
quiet — no belts, no pulleys — 
motor mounted on live rubber. 
Beautiful cream enamel finish, 
Extends only 61!/, inches into 
room. In 24 and 30-inch blades. 
Adjustable stand for 24-inch‘ size. 
Three speeds on all models. One 
full year guarantee. 


ee ee ne ee ee ee 


ROBBINS & MYERS, INC., 
Fan Sales Div., Dept. D, Springfield 99, Ohio 
Please tell me who my nearest R & M Fan distributor is 


and send me new sales-promotion literature on the R & M 
Fans checked (Vy). 


(0 Floor Fans (0 Attic Fans () Pedestal Fans 
() Home Coolers [)j Banner Fans [] De Luxe Fans 
Name cide abeaidianeminn iiessadll 


I in cc ecienienn ; , oscuadaeti 
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engineered for 
DEPENDABILITY 








merchandised for 


VOLUME SALES 


YOU’RE INVITED TO WRITE FOR 
THE COMPLETE CATALOG OF 


ELECTRIC WIRES 
CORD SETS + TROUBLE-LITES 
FUSES * CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. I. 
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| in, extremely 


Papertures, I’ x 1A", 
fing, durable polystyrene, 
* erosswi ‘and 30° lengthwise 
le l@ metal, basket-like, hinged frame that 
Onally low cost maintenance. Readil) 
br quick, easy cleaning. Crescent shaped side 
te available in ribbed plastic or metal 
ilable in 4-lamp 40 watt and 2-lamp 40 watt, 
Surface or Pendant mounted 
@ All models are used for Individual or Continuous row 
installation without the addition of extra parts 


No. 1045—4-It 40 watt (1040 Basic+Kit No. 5) BE “BASIC” IN °48 


No. 1025—2-lt 40 watt 
—_ , = “SK YLOUVER”’—Another Electro BASIC UNIT ADAPTATION 


Sold by leading electrical wholesalers everywhere 


i ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 


ELECTRO MANUFACTURING CORPORATION 


ie sii PA A a) re 
= Q= 


he 
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A new high standard of performance 
has been established by the new 
Cutler-Hammer Safety Switches. Here 
is a safety switch designed throughout to 
baffle any heat wave generated by cor- 
rectly selected fuses. 

And finally here is a line of safety 
switches engineered to the last detail to 





THE NEW 


CUTLER-HAMMER 





provide better appearance, easier instal- 
lation, greater convenience and safety. 
As a result this line is being featured 
from coast to coast by Cutler-Hammer 
wholesalers... by alert contractors every- 
where . . . CUTLER-HAMMER, Inc., 
1306 St. Paul Avenue, Milwaukee 1, 


Wisconsin. 


————— 


BETTER! 


serait = 


SAFETY SWITCHES 
i 2 
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67 Water Street 





There are “dark spots” showing up in some of 
those magnificent lighting installations made dur- 
ing war time shortages, when it was impossible to 
supply even a small percentage of Acme Electric 
Ballasts in demand. Many fluorescent fixture man- 
ufacturers were forced to use substandard ballasts 
which are burning out. 


1. Provide full rated watt output. 


2. Uniform current output—no undesirable 
peak currents. 


Longer lamp life. 


3. No noticeable stroboscopic effect. 


ACME ELECTRIC CORPORATION 


Cuba, N. Y. 


tc 


<a( ME= 


8A HERO AR Me 
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4. Rated light output. 


Hum-free — decibel rating below 
threshold of hearing. 


Any good fluorescent fixture can be made to pro- 
vide better than ever illumination, by replacing 
the burned out ballast with an Acme Electric en- 
gineered ballast of the capacity required. Acme 
Electric engineering and construction features are 


positive assurance of long, trouble-free service. 


Cores of annealed silicon steel. 
Hand finished coils thoroly impregnated. 


. Each ballast is completely sealed in 
heat dissipating compound. 


Acme Electric manufactures Luminous Tube Transformers—Fluores- 
cent Lamp Ballasts — Cold Cathode Lighting Transformers and 
Ballasts — Mercury Vapor Lighting Transformers — Radio and Tele- 
vision Transformers — Electronic Transformers — Door Bell, Chime 
and Signalling Transformers — Safety Transformers — Voltage 
Regulating Transformers—Step Down Transformers—Control Trans- 
formers — Warp-stop Transformers — Capacitor Transformers for 
Power Factor Correction—Air Cooled Power Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 
824 Notre Dame St., West Montreal, Que. 
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OU Bay 


STATE ELECTRIC SUPPLY 


OAKLAND, CAL. 


reLts.... How we 


CONCENTRATE 
our selling where 


it really pays off” 


Concentrating on live prospects and passing up 
mere “suspects” has paid off handsomely for 
State Electric Supply of Oakland, California. 
Mr. Harry Perl,* partner, reports a sharp rise 
in sales and a gratifying drop in average cost per 
sales call as direct results of selective selling based 
on Kardex Visible Sales Control. 


Under this system, the question of where and 
when to call to make best use of selling time is 
answered automatically. Signals on the visible 
margins of Kardex Account Record cards tell at 


a glance: 


1 Percentage of year’s quota sold to date 
2 Date of last call 
3 How often the account should be contacted 


— weekly, semi-monthly, etc. 





*A magazine article by Mr. Perl, “Signposts for Sales- 
men” describes this installation in detail. Send for a 
copy of “Systems”, February 1947 —it's available from 
the Remington Rand office nearest you, or Systems 
Division, 315 Fourth Avenue, New York 10, N. Y. 


36 





Good sales pros pe cts can’t be overlooked with this compact 
visible record. Signals call attention to accounts that are 


fj y//] , 
lagging in volume and accounts where calls are due. 


Another advantage, especially in the setting up of new quotas— 
is that the body of the account card provides a 10-year record 
of sales by month and sales by class and percentage of quota. 
You, too, can profit by the streamlined features of Kardex Sales 
Control, tailored to fit your exact requirements. Remington Rand 
Installation Service makes the change-over quick and easy. Ask— 
today —for complete information. 


Remnglon Kand 
THE FIRST NAME IN BUSINESS SYSTEMS 
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“TWIN TURRET” HEAVY-DUTY 
INDUSTRIAL LIGHTING UNIT 


or Positively Eliminates Broken Sockets .. . 
arene 7 Lamps Can’t Fall, Regardless of Vibration 


bear the R.L.M. label. 
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MODEL NO. 2100. 2-40 WATT, BAKED ENAMEL 

MODEL NO. 2101. INSTANT-START, 2-40 WATT, BAKED ENAMEL 

MODEL NO. 2102. R.L.M. STANDARD, 2-40 WATT, PORCELAIN 

MODEL NO. 2103. R.L.M. STANDARD, INSTANT-START, 2-40 WATT, PORCELAIN 


The Remarkable New 
“Twin Turret’? Lampholder 


Rigid, sturdy and unbreakable. Powerful All St | FI t | d t e [ U it 
spring tension on both ends, and positive as ee vorescen n US rid ni 
spring action holds lamps so they cannot fall 


out. Completely eliminates annoying flicker- with New “Twin Turret” Lampholders 


ing caused by poor electrical contact. 





Industrial users enthusiastically acclaim this latess MITCHELL IMPROVED 
Chain Suspension Fluorescent unit equipped with the remarkable new ‘‘Twin Turret” lampholders. 
Use Part No. 302 (8-ft. Tense Puts an end, once and for all, to broken sockets! Holds lamps tightly and firmly 
chains with “S" hooks) to hang —they can't fall out! No need for “safety gadgets"’—no more broken lamps— 


i . Chains hook ee ‘ é : ne 7 oi 
peytesgeps chee am no more wasteful servicing. Lamps slip easily into the ‘‘Twin Turret” holders, 


, | and they stay aligned perfectly in the fixture. Results in a better, more dependable 


Rigid Mounting Industrial lighting unit. 
Knockouts on top of steel wire- 3 apa 2 . ae ; 
way channel permit stem or rod The MITCHELL “Twin Turret” unit features strong steel construction through- 


mounting, individually or in out. Brackets are provided at each end for chain suspension. Knockouts are 
site satan ibtenatal included for conduit or rod mounting, and for end-to-end continuous row 
Continuous Row installation. Baked enamel units are finished in rich, durable grey. Porcelain 
oe units are finished in Royal Blue-Black exterior. Unit uses “brick type’ U.L. and 
ame gr ond. sa E.T.L. Approved ballast. Completely wired, ready for convenient hanging. Bears 
Underwriters’ label. Uses two T-12 40-watt fluorescent lamps. Operates on 
110-125 volts, 60 cycles A.C. Dimensions: 493\¢" long, 12” wide, 7” deep. Packed 
individually. (Also available for other voltages and frequencies on special order. ) 








Model No. Description 








2100 et ee I sg ioe atin wsisch enw aie eee 27 \bs. 





2101 Instant-Start, 2-40 Watt, Baked Enamel.................. 30 Ibs. 
2102 R.L.M. Standard, 2-40 Watt, Porcelain...............4655 30 Ibs. 
2103 R.L.M. Standard, Instant-Start, 2-40 Watt, Porcelain....... 33 Ibs. 





Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office ot Los Angeles in Lightin - 
Serves the Entire Pacific Coast Aree 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CAUFORNIA 
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DAYLITER 





DAYLIGHT INSIDE 


@ A fluorescent fixture — original in design — slim and smart in ap- 
pearance, with an exclusive louver pattern for high efficiency, better light 
output and lower brightness. Now being used with complete satisfaction in 
schools, offices and stores. Dayliters are 
easily installed and maintained. 

For complete information Address Dept.200 


LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 
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ANY WAY YOU LOOK AT IT... FEDERAL NOARK Motor Starters cut maintenance costs! 


en ; 


Figmsr se 





- - ™ = 











BULLETIN 504, 3 P 
MAGHET i DT 


BALL BEARING ACTION insures smooth operation, prevents, 
failures in the Federal NOARK Motor Starters. The only moving 


part, a solenoid, rides on ball bearings—tight where they count! 


Mechanical trouble can’t develop . . . breakdowns can’t happen! 


Instantaneous choice of manual or automatic posilive reset 


| ud e Simplified RESPONSIVE ELEMENT 
e Immediate CONTACT RENEWAL 
e Instant COIL REPLACEMENT 





Federal | 
OTOr Starters civ Oe 30 


St. Louis, M L.A 
SALES OFFICES IN |! 


( | 

INCIPAL CITIES 

Federal Electric Products Company, Manufacturers of a Complete Line of Electrical Products including Motor Contféls*** Safety Switches 
Service Equipment * Circuit Breakers * Panelboards * Switchboards * Bus Duct 
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USES 





Homes, hospitals, 
fibraries and other 
institutions where high 
quality, silent switch 
control is desirable, 
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SILENCE 











A NEW SILENT MERCURY SWITCH 
FOR 10 AMPERE SERVICE 





Now — an improved T-rated 10 ampere, 125 volt mercury switch, 

with all the advantages of silent, finger-tip action, increases your 
opportunity for better wiring jobs. Designed for top grade installation, 
this new Bryant specification-grade device widens mercury switch 
applications by meeting heavier load demands. Compact 

and totally enclosed in a Bakelite housing, it has large, readily 
accessible binding screws for easy top wiring. Available 


in single-pole, double-pole, 3-way and 4-way types. 


Ask for Bryant No. 470] series, part of a complete line cf 


BRYANT devices that meets every wiring requirement 


<= THE BRYANT ELECTRIC COMPANY 
WIRING DEVICES a 


Bridgeport 2, Connecticut 





NEW YORI ICAGO : LOS ANGELE 


SPECIFY BRYANT DEVICES FROM YOUR ELECTRICAL WHOLESALER 
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Mi 


When the Chicago Title and Trust 


planned its move into new and larger 
the selection of the lighting system pr 


seeing conditions, plus modern streamli 
pearance. The lighting job involved genera 
fices, private offices, executive offices, corr 
the conference room and the cafeteria. 


All lighting specifications were met and u 
of appearance was maintained by the t 
approximately three miles of Curtis Troffe 
stalled according to requirements of the i 
lighting problems. Glass bottom troffers wi 
used in some areas, louvered troffers in oth 
the majority of the units were the effic 
economical 2-40 watt units. But. . . regar 

the requirements of individual areas ... Ff 
less of style . . . the significant fact is the jo 5 | 
completely lighted by Curtis! 4 


Write for condensed Catalog 47 which 
complete data on Curtis Troffers and 
commercial lighting equipment. 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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CLARK 


A.C. COMBINATION 


MAGNETIC STARTERS 
with AIR CIRCUIT BREAKER 


REVERSING and NON-REVERSING 


y 





Rae | 





CLARK Bulletin 6020 AC non-reversing, combi- \ 
nation across-the-line starters consist of: 


1. A contactor for making and breaking power 
circuit to motor. 


2. A circuit breaker for short circuit protection. 


3. A CLARK overload relay for removing motor 
from line in the event of a dangerous overload. 


. we 





y 
Bors TYPES are available 
in sizes 0 through 5 in NEMA 
Type 1—General Purpose enclosures, 
NEMA Type 1A—Semi Dust-Tight enclosures. 
and NEMA Type 5—Dust-Tight enclosures. ; 


Bulletin 6040 starters are also available 
for Plug-Stop or Jogging Duty (NEMA IC8-21). 





CLARK Bulletin 6040 AC reversing, combination Both starters provide full voltage starting 
across-the-line starters consist of: ; : 
'- Two contactors for making or breaking power and overload protection for squirrel-cage 


Mamata sacene motors, and can be used as primary switches 
A circuit breaker for short circuit protection. 10 


3- A CLARK overload relay for removing motor for wound rotor induction motors. 
from line in case of unsafe overloads. | | 


CLARK Controls make friends and win 
customers for Electrical Distributors. 


rue CLARK CONTROLLER co. 


‘¢ : : 
RY THING UNDER CONTROL ° 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 11 
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DIMENSIONS 















































/ 
— i 
4" 
| 7% a 
wf L&@ 
CAT. No. $-240 } 
$ HI It's THIN 
It's NARROW 
cee 
$00 and OVER Mm fA. NET © 1" fits strecmtined fixtures 
s even an before 
'100—500...... $2.85 EA. NET 
10—100....... $2.98 EA. NET 
Free delivery on orders totaling 
$750.00 or more 
WE ALSO MANUFACTURE A COMPLETE 
LINE OF BRICKS AND OTHER BALLASTS 
1100 W. CATALPA AVE. = CABLE ADDRESS: ADTRANS - CHICAGO 40, ILL., U.S.A. 
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ACHIEVEMENT 





BY ALL-BRIGHT ! 


Luminacres 
Designed for Beauty, 


Efficiency and Performance 



























Recent installation of Executive Luminaires 
a at Household Finance Corp., 
Pp —— Chicago, Illinois 


Below: XUL-440, Louvered _—_— : ee 

















. : 
Above: XUG-496, Slimline ero 
- , Below: XUG-440, Fluorescent 
‘. aided DALE EY + Z _ - ss 
r Ay Designed for modernization plus { yee 7 ; 
Irv ra hi army | 
ab saey ne : eye-appeal, these extremely shal- a 
ana 1 ; low units have an overall depth of f. 7 / 
| : a4 3 . . Ff 
a afatea ea ae from 3% in. to 5 in. Convex glass ¥ 
~ Se SASa Se " a ‘ : 
Vana telheriatilicicllel 1 1 OO a ceramic finish side panels stream- 
intent etchitatnt ahietialeah,. b bY} : , ; 
i } tk, line these fixtures and provide 
. . . ° P ° P ° \ 
F wide illumination distribution. 
. 4 
Fluorescent Fixture Data Ease of Maintenance... Remov- 1 
$$ able or hinged cradle contains 
Lamps Approx. Dimensions _| side panels and louvre or bot- There is only one manufacturer of All-bright 
Line tom glass. Easy accessibility to fixtures. We have no affiliation with any other 
Loan 2 ee ie Se Oe §6vcomponent pares or wiring by manufacturer of lighting fixtures. 
XUG-240 2 40 118 48% 14 3% two slide catches which lower Trademark Registered. 
XUG-440 4 40 118 48% 21 3% reflector. Construction... Heavy 
XUL-240 2 40 118 48% 14 4% gauge metal reinforced K.O.’s 


XUL-440 4 40 118 48% 21 4% et sd ae Finish... Durable ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


aked white enamel, reflection 






















Slimline Fixture Data factor 87%. Wiring... Wired Manufacturers ww Se aan 
= errs : complete, 110-120 volts, 60 f Fl t o 
XUG-296 2 51 118 96% 14 43 of Fluorescen a 
a 6 Gh San pening ame cycle A.C. Certified... Approved at ae aa 
Peg a pe na = by Underwriters’ Laboratories, ee 
® Inc., Wiring and Fabricated : : inoi 
XUL-496 4 51 118 96% 21 5 A. E of L. & ? 3917-25 N. Kedzie Ave., Chicago 18, Illinois 
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In 13,666,908 sales messages this spring, your cus- 
tomers will be seeing the new “buy-word” in electric t, he 
wire—/figure it in aluminum. When they do—whole- : 
salers will get orders. Are you set to meet that 
demand? 

You get a big, new source of profits. Your customers 
get everything they want in a conductor. Lower 
over-all costs, with no problems of conductivity, of 
joints and terminals, or of conduit layout. 

Wire and cable made of Alcoa E. C.* Aluminum 
is insulated and sold by leading wire and cable 





manufacturers under their own trade-marks. Your 


supplier has it now. ALUMINUM CoMPANY OF AMERICA, THE BIG DIFFERENCE 
1442 Gulf Building, Pittsburgh 19, Pennsylvania. ! 
*E. C.: Electrical Conductor Aluminum IS IN YOUR COSTS s 


> 
s 








Insulated and . by leading s ge ALCOA @P ALUMINUM 


FOR ELECTRIC WIRE AND CABLE 
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KIRLIN No. 1208 
150 W., or No. 1212 

300 W. for wide 
distribution of light 


KIRLIN No. 1218 
Square Model 500 
watt Mogul base 
Petals) 


KIRLIN No. 414 
rectangular box 14's 
x 334’ x 4” deep, for 
40 W tubular T8 
lamp 


KIRLIN No. 508 
100 W. Box 8'% x 
5'2 x 6°. deep 






















fluorescent 


KIRLIN 


for wide distribution 


KIRLIN No. 4506 

6” flush recessed exit 
No-Guard type has 
shock-proof glass, No 
4516 





KIRLIN 
Disc-Louver reduces 


fluorescent 


glare, improves all of light Hinged “8 
bare lamps. Shown in type or open trofer 
troffer type 





























GE LAMPS 


HEN customers see’em, customers buy’em! For two good rea- 

WX) sons: (1) G-E lamps are presold by consistent advertising. 

(2) They’re tops for seeing because General Electric research works 
constantly to make G-E lamps Stay Brighter Longer. 


YOUR TRADE is being reminded of G-E lamps week-after-week. 
Intensive advertising in magazines and newspapers! The Willie 
Piper show over the air! Customers just can’t forget that the G-E 
monogram on a light bulb means top quality—top value. So more 
people everywhere prefer G-E lamps than any other kind. 


THIS PREFERENCE PAYS OFF IN PROFITS when your dealers put 
G-E lamps up there where people can see ’em! Prominent displays 
like those shown here can help make G-E lamps se// on sight in any 
store. Your G-E Lamp representative will help you keep dealers 
supplied with tested sales aids and merchandising tips. 


ee Se RE 


«+ + IN MERCHANDISERS. A - . « IN STORE WINDOWS. ... AND ON SHELVES. Both in sleeves and out of 
selection of special display Reminds customers they sleeves to give prominent G-E identification and 
fixtures and wire merchan- need G-E lamps—brings them show the product. A good year-round spot for 
disers are available at cost in—builds store traffic. A General Electric lamps. 

through General Electric. Ask good location for the cur- 

for literature. rent G-E lamp display card. 


G-E LAMPS 
GENERAL ‘%6) ELECTRIC 
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Pylon Lite Standard with 
illuminated column. Rich 
glow dresses up pump 
island and improves qual- 
ity of your service at the 
same time. 





New Pit-Lite with hinged 
cover, Water and dust- 
tight. Write for Service 
Station Catalog data. 


WRITE FOR 
CATALOG! 


Use the REVERE catalog 
as a Sales ally. It is jam- 
packed with ideas and 
application suggestions 
that will help you in- 
crease your volume. 


SERVICE STATION ¢ AIRPOR 














REVERE 
> CLUSTER 
| LIGHT 


The sales-tested Unit that has 


snow-balled into a great Customer 
Builder! —_> 
ADAPTER FITTING 


Mounts on any existing unit 
equipped for half inch pipe mount- 
ing. Six—!/, in. tapped Eien ro- 
vide for nipples or lamp holders. 
Wiring is simple and all enclosed. 





The trend toward supplementil 
lighting finds answer in the 
Revere Cluster Light with Top 
Floods in arrangements of two 
to five floods or spotlights to 
increase intensities to suit needs 

for focusing on driveways, ap- 
proaches, signs and buildings — 
while the Island Lighter illum- 
inates the immediate sales area. 







No, 3252—2 light assembly (above) 
and No. 3253—3 light assembly 
(right) using R-40 500 watt lamps. 
Holes not in use are plugged with 
1/4, in. pipe plugs. 


A versatile and “showy"’ source 
of light is obtained without the 
need of installing additional 
equipment. While the Cluster 
Light is primarily designed for 
Service Station use, it offers pos- 
sibilities in many other fields, 
such as for used car lots, golf 
driving ranges, carnivals, play- 
grounds, tactory yards, etc. 
Salesmen everywhere hail this 
unit as ‘‘the best in years.”’ 











4200 Series En- 
closed Flood. 
Has rotating 
feature with 
degree mark- 
ings (750-1000- 
1500 Watt). 


Trian 


sive. 


With a line like 
REVERE you can by- 
pass sale slumps be- 
cause of its diversity. 
Get better acquainted 
with your Revere Cat- 


alog and ‘get off the 
beaten path’’—with 
planned selling. 


The 
Famous 
Hinged 

Flood- 
light 

Pole 


Elimin- 
utes dan- 
gerous 
climbing. 
Service 
lights on 
ground. 


heights. 














20-24 and 
30 foot 
mounting 





T* SPORTS * INDUSTRIAL * MARINE LIGHTING 





ular 
Flood. Casts a 
definite 90° 
beam pattern. 
Tops for corner 
locations. A 
Revere ‘‘Exclu- 





i 














Re VERE. Eee rRIC: M 





6011 BROADWAY 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 


CHICAGO 40, ILLINOIS 
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YOU he the judge 























Take a poll of your customers’ preference. You'll find Conduit Pipe 
Products are a winning combination every time. For your con- 
tractor customers kmow that Conduit Pipe Products mean faster, 


trouble-free starting and satisfactory performance on every job. 


Representatives in Principal Cities 


| PIPE PRODUCTS C0. 


COLUMBUS, OHIO, 





PIPE COUPLINGS « PIPE NIPPLES + ELBOWS, 90° AND 45° 


RUNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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RACO MCBN3 BOX 


A real time saver in a STEEL bracket 
switch box. Long nailing prongs gauge 
in bracket and hold box in correct 
position until nails are driven. “‘NM”’ 
clamp affords complete protection to 
the cable and provides entrance to box 
from ends and back—or both. Bracket 
is projection welded—knockouts are 


Gu 
Gia ld 
on KO 


RACO PRODUCTS ARE LISTED BY 
UNDERWRITERS LABORATORIES, INC. 


ALL-STEEL PRODUCTS 


50 














5 BOX FOR 


re ’ : 
EVPRY NEED 
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RACO Switch and Outlet Boxes 


Electrical contractors ... wholesalers and salesmen... builders and 
architects—they ALL prefer the RACO line of switch and outlet 
boxes. This nation-wide preference has been built throughout many 
years on the solid foundation of QUALITY, DEPENDABILITY, 
and COMPLETE breadth of line. There’s a sturdy RACO box in 
black enamel or galvanized finish for every need. Send for Raco 
catalog. 





* * * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE » WARDROBE, STORAGE, AND COMBINATION ) 
CABINETS » CLOTHING LOCKERS + INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING - FROZ-N-FOOD LOCKERS + ELECTRICAL OUTLET 
AND SWITCH BOXES. 





ALL-STEEL EQUIPMENT INC., 300 Kensington Avenue, Aurora, Illinois 4 


‘A Complete Line of Switch and Outlet Boxes 


Rib @=eeeecl EQUIPMENT San. 
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> —>—}§_ | —_+__f ff Installation simplified by Miller 

ee oe a a Ceiling Furring Hanger (patented) 

\ Continuous wireway cuts wiring, fit- 

ee eee ting costs. Units Bonderized, resist 

| A | rust. Accessible parts—easy service 
| | 

= — = - ra . 
| — 
\ 
\ 








} 


| 
Miller Fluorescent Troffer Lighting 
Systems not only give good light — 
they make lighting an integral part 
of the architecture. They can be 
installed in stores, schools, offices, 
factories to form ceiling patterns | 
desired... CEILINGS UNLIMITED = {| ____ 
Miller Lighting Service is all-inclu- 
sive. It covers the needs of Planned 
Lighting. 
Miller 50 and 100 Foot Candlers 
(Continuous Wireway Fluorescent 
Lighting Systems) have been estab- 
—— lished as standard for general »~— - 
factory lighting. And Miller incan- 
descent and mercury vapor reflector 
equipment has broad factory and 
commercial application. 














Miller field engineers and distributors, 
conveniently located, are at your call 











ladies’ apparel store—architect morris lapidus, new york 
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ILLUMINATING DIY OW. MERIDEN JWHECT 


ncandescent Me 


| Burners and Liquid Fue! Devices. ROLLING 
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New intermediate grade Convenience Outlet, sturdily built, 


stad 


entirely encased in molded plastic. No. 400 designates the 


vw ane 


BROWN; No. 400-1 the IVORYLITE. Designed with parallel 


= 


4 ( 

} 
de 

ry 
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slots with guiding grooves for easy plug insertion; wide 


a 


plaster ears for convenient installation. Double side contacts 
with 4 contact screws amply large for No. 10 wire. Listed 


by Underwriters’ Laboratories, Inc., — “The ‘400’ Line’ meets 


~~ 


REA and Federal specifications. Rating: 15 Amps., 125V., 


10 Amps., 250 V. 
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James H. McGraw 


1860 1948 
December 17th February 21st 
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Light weight, small diameter 
Colors are permanent 

High abrasion resistance 
High tensile strength 


Resistant to common acids, 
alkalis, oils 


Low moisture absorption. Ap- 
proved by Underwriters for 
wet locations (TW) 


Fire-resistant 

Long-aging 

Pulls easily through conduit 
Free-stripping 





Densheath plastic-insulated build- 
ing wire saves time on the job 


Thermoplastic insulation, pioneered by Anaconda long before the war, 
makes Densheath* Building Wire (Type TW) the number one choice. 

The small outer diameter of Densheath means more copper per con- 
duit. Smooth, slick finish with no braid, light weight and quick color 
identification mean lower cost per foot of wire installed. 


Densheath is safer. It will not support combustion, is impervious to 
acids, oils, alkalis. It is long-aging. It strips clean. Colors are permazent 
for circuit identification. This wire is recognized by the National Elec- 
trical Code for circuits up to 600 volts, temperatures up to 140° F. 

The uniform quality of Densheath is the result of experience, constant 
research and the most rigid inspection. Specify Densheath to get the plus 


qualities that assure complete satisfaction. 


45459 


or I Pat. Off. 


% 


ansnear nse 


Anaconda Wire and Cable Company, 25 Broadway, New York 4, N. Y. 
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1860 
December 17th 


This morning we hailed a taxicab and told 
the driver to take us to The McGraw-Hill 
Building on 42nd Street. The driver shifted 
gears, swung into trafhe then halfturned and 
said, “McGraw-Hill is one name I don’t get 
a chance to forget, all right. I have a son who 
hardly talks about anything but learning 
enough so that he can get a job with the 
McGraw outfit.” 

“So your boy talks about McGraw-Hill,” 
we said. “How old is he, and what does he 
do?” 

“Oh,” replied our driver, “he’s only seven- 
teen, finishing high school now, with an aver- 
age grade of 93 or 94. Then he'll go to Co- 
lumbia or N.Y.U. for a course in journalism, 
but you can bet that as soon as he thinks he’s 
got a chance, he'll be camping on the door- 
step of the big green building until he gets 
himself a job with that McGraw outfit.” 

After we told the driver that Mr. McGraw 
Senior, founder of McGraw-Hill Publishing 
Company, had just died in San Francisco, 
there was a long silence. Then, “Gee, that’s 
too bad. But, that big green building sure is 
a symbol which shows McGraw-Hill is a big 
and live organization and will keep going for 
a long, long time, so I guess that boy of mine 
will get his chance when he is ready.” 

It seems that there could be no greater 
tribute to the soundness and permanency of 
the things that James H. McGraw started 
and built than the fact that a 17-year old boy 
—with no special background, no valuable 
“connections,” no contacts in any particular 
branch of industry or business, wholly follow- 
ing an urge that can be only the composite 
of many varied impressions gathered in un- 
known places and surroundings—by the testi- 
mony of his own father—has but one ambi- 
tion in life, namely to fit himself so he can 
meet the standards that he thinks are needed 
to work in “the McGraw outfit.” 

The privilege of having the fruits of one 
lifetime make so deep an impression and 
create an urge so potent in the breast of a 


strange boy of seventeen is given to but few 
men. Yet we dare say that there are many 





March, 1948 —ELECTRICAL WHOLESALING 


James H. McGraw 









1948 
February 21st 


hundreds of boys (and girls, no doubt) who 
have heard so much about McGraw-Hill that 
they, along with that New York taxi driver’s 
son, cherish a wish or ambition to some day 
become part of that great institution of facts 
and figures, learning and teaching, called the 
McGraw-Hill Publishing Company. 

If it had been James H. McGraw to whom 
that taxi driver talked this morning, he would 
have looked him squarely in the eye and said, 


“Yes, those in that big building on 42nd 
Street will keep going and in the years to 


come your boy with many others will get his 
wish and his opportunity.” 

Convinced that “Industry Is Always Ready 
lor Leadership,” James H. McGraw helped 
to provide the type of leadership for the busi- 
ness paper publishing industry which made 
that industry one of the world’s most im- 
portant, and the company which he founded 
the greatest in that field. 

Beyond that, in the entire field of Amer- 
ican business, certainly in those many basic 
industries which have been served for decades 
by McGraw-Hill publications—perhaps most 
of all in that great electrical industry of ours— 
the leadership which he sponsored and the 
basic principles and practices which he helped 
to crystallize into a creed stand firmly ac- 
knowledged and accepted today. 

To those who did not know him, but who 
have had or may someday have the good 
fortune of being members of the McGraw- 
Hill staff, the record of James H. McGraw 
will stand as an example of rare success in an 
uncharted field, success won by great vision, 
tireless energy, utmost integrity, and relent- 
less striving for ways and means by which in- 
dustry and business might be taught to serve 
mankind in more ways, more effectively and 
always more efficiently. 

To those who had the privilege of working 
for or with James H. McGraw, he was at once 
a teacher, a task master, a friend, a coun- 
cellor, a leader, and always an inspiration. 


GPa, 


Poe 








PLAN-OLLVTH 


-.-- AND SO DO WE! 
THESE CUSTOM-ENGINEERED 
LIGHTING LAYOUTS ARE 
A BIG HELP IN SELLING 
COMPLETE FLUORESCENT 
INSTALLATIONS.” 










































says Myron D. Rutkin. Treasurer 
M. Rutkin Electric Supply Co., Newark, N. J]. 


Here's a real sales help! Every Frink pzan-O-z97R 
is custom-designed by expert lighting engineers to 
meet your prospect's individual requirements. And every 
installation is guaranteed to give maximum lighting 
efficiency and lasting satisfaction when Frink specifi- 
cations are followed. 

Think what this means to you. You sell a complete 
installation. You convince your prospect of the value of 
installing guaranteed high quality L-I-N-O-L-I-T-E fluor- 
escent fixtures. You discourage buying from cheap 
“fixture peddlers’ who can't give guarantees. All of 
which adds up to better prices for you . . . better service, 
better lighting for your customers . , . more repeat sales 

. and bigger profits. 

Mail the coupon today for complete information on 
Frink’s pzLaw-O-£m7B sefvice, a sample packet of 
PLAN-O-£178 \ayouts and installation photos, and a 
copy of the new Frink catalogue. See for yourself what THERE'S NO EXTRA COST for a revealing Frink 
Frink quality and service can do for your business. PLAN-O-LITE \ayout.Every PLAN-O-LITE 
is custom-engineered to your prospect's indi- 
vidual needs. Send the coupon for information 






and samples. 











L-I-N-O-L-I-T-E Series 32 . . . Eight 
foot, instant start Slimline .. . inter- 
changeable louver or glass panel bottom 

. glass paneled sides for lighting 


THE FRINK CORPORATION 
27-01 Bridge Plaza North, L. I. C., N. Y. 


Without cost or obligation, send your sample adjacent ceiling areas . . . 2 of 4 
packet of PLAN-O-LITE fluorescent layouts lamps for 100, 200, or 300 milliamp 
operation. 










S ‘Pa 


| Attention of .......... 





_—. 
| 
| 

and photos to the | 
| 


( ) ; ia neal cabinet a “see ee ee eee rere 
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27-01 BRIOGE PLAZA NORTH, LONG ISLAND CITY, N. Y. 
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BLACKBURN 





REA Approved 


See your Jobber and 
specify BLACKBURN Pole 
Bottom Ground Plate. 
Catalog 
Number GP-100 
(Made in 1 size only) 
Shipping Weight: 
40 ibs. per 100 


Patented 


BIG QUALITY FEATURES! 


Supplied with double bar connector (one Connector screws are made of high strength 


bar on each side of plate). These double Duronze—will not season crack —can be in- 


bars grip wire tightly and positively — ground wire stalled tightly without stripping or distorting. 
will not pull off or loosen as pole is set in hole. 


It’s stronger—more rigid—easier to handle You get all these features and others too—at no 
— easier to store — easier to install — send for additional cost—so specify BLACKBURN Pole 
sample and see for yourself! Bottom GROUND PLATES! 


SEND FOR A SAMPLE AND SEE FOR YOURSELF! 


FIRST, MADISON & CLINTON STS.» JASPER BLACKBURN PRODUCTS CORP. - ST. Louis 6, missour! 





Sev tteaee OF owe £ tee PROOUCTS FOR a YEARS! 
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PRESENTS ‘UL ) 
America’s Finest Line of WIRING DEVICES 


From the ultra modern plant of The Plas-Tex _ of finest materials, durably constructed, these 
Corporation, comes a new conception of new Plas-Tex Products will reflect credit 
quality in electrical wiring devices. More than _—_ upon the electrical contractor who uses them, 
a year of research, study and experiment, is upon the architect who specifies them... and 
back of these precision-made devices. Made —_ upon the dealer who sells them. 













DUPLEX FLUSH RECEP- 
TACLE. Sturdily con- 
structed, heavy molded 
plastic 


case; T slots; posi- 





Liste 
r ‘@ 
WALL PLATES. Attractively designed. Single and Two 
Gang Toggle Plates of sturdy heavy molded thermosetting 
lastic. eT ony hg PT-91 Brown; PT-91-I Ivory. 
Two Gang — Catalog No. PT-95 Brown, PT-95-I Ivory. 
; 


: wets a8 i — ; aati 

gon attractive 

of Ivory Molded Plaskon, oak eke 
holder 660 Watts, 250 Volts. & 
Catalog No. PT-72. ; 





a 








quiet action, 5 Amps 
250 Volts, 10 Amps 125. Volts. 
Catalog No. PT-50 Brown; PT-50-I Ivory. 


Sold through Electrical Wholesalers 





. 





The PLAS- TEX CORPORATION 
sien - 


CORPORATION 


2525 MILITARY AVENUE, POSTOFFICE BOX F 
LOS ANGELES 25, CALIFORNIA 
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NEMA Program For 1948 
To Benefit Whole Industry 


A record budget of over 114 million dollars is set up by the 
National Electrical Manufacturers Association to carry out 


many constructive and sales-building projects in 1948 program 


RESIDENT W. C. JOHNSON has 

just announced the completed pro- 
gram for the National Electrical Manu- 
facturers Association activities in 1948 
which call for total budget expenditures 
of over $1,500,000. Once again the budget 
reflects the keen sense of interdependence 
which prevails among members of the 
manufacturers’ association, in that proj- 
ects involving interrelated activities and 
resulting in benefits to all branches of the 
industry represent a substantial part of 
the expenditures provided for in the rec- 
ord budget. 

To the electrical wholesalers the man- 
ufacturers’ program in the field of busi- 
ness development is of major interest 
because this year, as in the past, N.E.M.A. 
intends to build larger markets for elec- 
trical products.and mect the keen com- 
petition expected from manufacturers of 
non-electrical products. 

The electrical leagues in their work of 
coordinating industry efforts in local 
areas have been found a powerful sales 
tool for the electrical manufacturing in- 
dustry. N.E.M.A. plans to maintain close 
contact with the leagues by informing 
them of national programs in which they 
would have an interest. N.E.M.A. will 
aid in planning the annual conference of 
the International Association of Electrical 
Leagues and‘ will assist the leagues in 
every way possible. 

Realizing that at present the expansion 
of markets for many electrical goods is 
cramped due to the small amounts of 
electric wiring installed in residences, the 
manufacturers’ association will continue 
its program of promotion and education 


designed to increase the habitual levels 
of home wiring design as carried on by 
the National Adequate Wiring Bureau. 
A part of the 1948 budget of N.E.M.A. 
has been allocated to organizing a pro- 
gram to bring the value and benefits of 
electrical equipment for production and 
household use to the attention af the na- 
tion’s farm families. With more than 
3,000,000 farms electrified to date and 
additional hundreds of thousands sched- 
uled to receive electric service in the near 
future, the manufacturers intend to in- 


form the farmer (a) that the employment 
of electrical equipment in his home and 
on the farmstead is in the best interests 
of efficient, profitable farm operation and 
comfortable, healthful living for his fam- 
ily, and (b) that adequate wiring is 
necessary to permit the most efficient op- 
eration of electrical equipment in the 
home and on the farmstead. 

N.E.M.A. has found that and 
traffic safety lighting sales problems are 
unnecessarily difficult. First, electric serv- 
ice companies in some cases are not yet 
convinced that they should promote im- 
proved lighting. Second, municipal, coun- 
ty and state officials, who are concerned 
with traffic safety, public works and com- 
munity development, often are not suff- 
ciently aware of the advantages of im- 


street 


proving their lighting facilities. Third, 
the public should be educated further 
regarding benefits to be gained from 


modernized lighting installations. The as- 
sociation intends 
this improved lighting by sponsoring ad- 
vertising. distributing direct mail leaflets, 


to promote interest in 








TENTH ANNIVERSARY 


nr i ae 


eee dei 


Loeffler Electric, Inc., an electrical wholesaling 


firm in Toledo, Ohio, is celebrating its tenth birthday this month. From a 
modest beginning, ten years ago, employing three people and occupying 7,000 
sq. ft. of warehouse space, the company has grown to where it now employs 
forty people, including six salesmen and six counter men, and occupies 25,000 


sq. ft. of warehouse space. 


March, 1948 — ELECTRICAL WHOLESALING 








Precision in Miniature 


Available for 


IMMEDIATE DELIVERY 





hes brand new—and just what your trade has been 
wanting—the Sangamo Type S Time Switch! Small in 
size, low in price, this high quality, accurate time switch 
is an item that will mean quick sales—and ready profits 
for you. 

The Sangamo Type S Time Switch is an accurate, 
attractive product of Sangamo’s 20 years of experience 
in making quality time switches. It is powered by a newly 
developed Sangamo high torque, synchronous, self-start- 
ing, low-speed motor that is lubricated for life. 

Built to exacting Sangamo specifications, it assures 
truly accurate timing. The switch is designed for easy 
mounting on a standard switch box or for mounting on 
any wall. It is fully approved by Underwriters’ Labora- 
tories and is guaranteed for one year. 





The new Sangamo Type S Time Switch is available 
for immediate delivery. Place your order for stock now. 






Dimensions: 
3°’ wide, 5%’ high, 3” deep. 













' 5 | 
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— 
ie. 
Outside Manval Cover Readily Dead Front Precision Machined Dependable Simple Switchbox 
Operation Removed Safety Design Gears Low-Speed Motor Mounting 


ecm RE ete cam Write for Bulletia 
$12.45 (Trade Discounts Apply) 


Available in Brown or Ivory cases. Type S has 


wa 
watene ogy 
mie or ; 








Get acquainted with the full story—speci- 
on?” pond fro cor Penn ate b fications —installations—applications 

one on and one Oo operation; Lype* as P P ° 

awe “en!” and two “ell” epecetions. feery cone and prices. Write for Bulletin 1050C. It 

and Type SR are priced slightly higher. gives complete details. 
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mailing out a monthly newsletter, prepar- 
ing books providing 
general information service covering all 
aspects of street lighting. 

The N.E.M.A. program for 1948 also 
fncludes promotional activities in behalf 
of the electric range program and’ the 
electric water heater programs. 


articles and and 


“Lighting Plans 


The association expects that there will 
be considerable building “and remodeling 
of both industrial and commercial struc- 
tures in the next few years, and that the 
character of the work carried on in struc- 
tures remodeled will, in many cases, 
differ from that heretofore carried on. 
Therefore, the association will carry on 
a comprehensive program of market de- 
velopment by means of various educational 
and promotional activities designed to 
expand the demand for lighting equip- 
ment in these markets. The Third Inter- 
national Lighting Exposition and Con- 
ference will be one of 
features in this program. 

The 1948 program includes a research, 
educational and technical program de- 
signed to promote greater interest in and 
acceptance of armored cable and flexible 
metallic conduit by the Section’s electrical 
engineer on a full-time basis. 

There will also be a continuation of 
N.E.M.A.’s program of public informa- 
tion. The association carry on a 
program of public information on the 
contributions the industry has made, is 


the important 


will 


making and will make to the public wel- 
fare and the American economy to the 
end that the industry will at all times be 
accepted as a constructive force in a 
modern society. 

Boycotts of electrical products have 
been spreading both geographically and 
by product line for the past decade or 
more, the 1948 program noted. N.E.M.A. 
will continue to make every effort to find 
proper means of providing an effective 
solution to the boycott problem, including 
education of business and the 
public regarding the all-pervasive damage 
to business and consumers which accrue 
from such boycotts. 


American 


Other Projects 


Other projects scheduled in the 1948 
program of the National Electrical Manu- 
facturers Association which will interest 
and benefit the electrical wholesalers are: 
A program of cooperation with the De- 
partment of Cormmmerce; 
facilitate the 
of N.E.M.A. 


able notices, 


a program to 
general acceptance and use 
standards by means of suit- 
and by furnishing copies to 
interested member companies, to govern- 
mental agencies, to standardizing bodies 
and colleges and to technical libraries 
throughout the world; and a program to 
participate in the progressive development 
of the National Code. The 
association will follow proposed and ex- 
isting state, county and city building code 
proposals as affect the electrical 
industry ; follow the administration there- 


Electrical 


they 








“i 


THE RELIGHTED and redecorated John Marshall sight saving classroom 
for elementary students with defective vision in Norfolk, Va., so impressed 
the State Sight Saving Commission that it awarded a citation to the Norfolk 
School Board. B. F. Saunders, state supervisor of sight saving, Virginia 
Commission for the Blind, said of the ohn Marshall classroom: “It is the 
one classroom in the state that is properly lighted.” Mitchell Photo. 
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of; prepare recommendations for desir- 
able modifications, cooperate with other 
organizations and agencies by providing 


on request, information regarding the 

electrical aspects of such codes. 
N.E.M.A. will cooperate with the 

American Institute .of Electrical Engi- 


neers in the development of test codes 
and standards, and will cooperate in the 
progressive development of technical fea- 
tures of standards established for ade- 
quate wiring of commercial and industrial 
types of structures. 


Pepin Named to B. & B.’s 
New Sales Promotion Post 


CINCINNATI—The B. & B. Elec- 
tric Co., electrical wholesaling firm of 
this city, recently announced the appoint- 
ment of Rene Pepin to its newly-created 
post of sales promotion and advertising 
manager. 

Mr. Pepin formerly was vice-president 
in charge of sales promotion and adver- 
tising for the Radon Electronics Co. His 
background includes 17 years of execu- 
tive experience with New York firms. 
Merchandising, new product testing, mar- 
keting, research, sales analyses and quo- 
tas, sales promotion, and advertising were 
among his activities with The Capper 
Publications, Inc., Vick Chemical Co., 
and McCann-Erickson, Inc. 


Albany Wholesaler Reports 
Expansion and Promotion 


ALBANY, N. Y.—A. Wayne Mer- 
riam, Inc., electrical wholesaling firm 
here, recently completed a series of dealer 
luncheon meetings which were held to 
outline the company’s plans for 1948 for 
its major appliance dealers. 

A. Wayne Merriam, president of the 
company, led the meeting and introduced 
staff executives who spoke on sales, prod- 
uct service and finance. Speakers in 
cluded: B. W. Stryker, sales manager; 
Harold B. Horstman, product service 
manager and William H. Squires, vice 
president and treasurer. 

The A. Wayne Merriam organization 
recently increased its office space by add- 
ing a new wing to its building. Other 
recent expansion moves by the company 
included the addition of six men to its 
sales department and the establishment 
of a branch office and warehouse at 35 
Robin St., Albany. The new branch will 
handle the business of the special supply 
division including commercial refrigera- 
tion and farm production equipment. The 
division is managed by Warren J. Burns. 

The new men who have joined the sales 
department include: Philip E. Richard- 

(Continued on page 101) 
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The TRUMBULLetin 





New Trumbull Advertising 
Campaign Helps Build 
Sales Through Service 


With the January issues of business and technical 
magazines, the largest publication advertising pro- 
gram in Trumbull history went to work for you. A 
study of the publications selected for the new cam- 
paigns (see Chart, next page) shows a much greater 
emphasis on the functional approach to markets 
than in the past. This means that Trumbull adver- 
tising is beamed to reach key men (architect, con- 
sulting engineer, electrician, management) via the 
functions they perform, rather than by industry. 

Another and even more significant change for 1948 
is in the advertising copy — what the ads say. The 
new Trumbull campaigns talk the reader’s inter- 
ests first, Trumbull products second — and only then 
in terms of a solution to the reader’s problems. 

Ads are informative and helpful. Each campaign 
is built around a basic sales idea designed to implant 
in the prospect’s mind a definite and desirable im- 
pression of what Trumbull does for him. This is 
service advertising. It will make selling easier and 
more profitable for you. 

Reproduced here are two current ads in the new 
Trumbull campaigns. The one on the right — for 
architects, consulting engineers, and utility repre- 
sentatives — provides useful data on good electrical 
practice with regard to branch circuit systems and 
shows how Trumbull FLEX-A-POWER with its 
flexibility and economy helps achieve this goal, the 
Basic Sales Idea being: “Men who observe the best 
practices make it a practice to use Trumbull.” 

The second ad is from the “Executive” series 
scheduled for BUSINESS WEEK and other man- 
agement magazines. It features FLEX-A-POWER, 
since this is one of the more costly products in the 
Trumbull line, 
and also because 
FLEX-A- 
POWER contrib- 
utes much to 
Operating effi- 
ciency and flexi- 
bility of produc- 
tion. (Purchasing 
decisions here 
must certainly be 
approved on the 
executive level.) 








The Basic Sales Idea, the thing about FLEX-A- 
POWER that is most distinctive, that reaches out 
and commands the reader’s interest: “The overhead 
that pays for itself in cost reduction.” 


Trumbull in Full Production 
on New Type D 
Enclosed Safety Switch 


Here’s good news 
— the kind you 
can spell n-e-w-$. 
For there’s profit 
for you in the an- 
nouncement that 
production isnow 
in full swing at 
Trumbull for fast 
delivery on the 
new Type D En- 
closed Switch. 
From its attrac- 
tive streamlined 
styling to the 
easily removable 
interior, this 
switch is completely modern in design and opera- 
tion. It’s front operated, by means of a large, sturdy 
handle. Pivoting lever may be padlocked in the 
“OFF” position to prevent operation of the switch. 
There’s plenty of wiring room, and terminals are 
easy to get at. Double break contacts. Entire switch 
interior firmly mounted on back of the box . . . may 
be removed by loosening one screw. Two knockouts 
on back and sides . . . three each, top and bottom. 
Designed primarily for Service-Entrance and for 
general purpose. Excellent for oil burner installation. 


More Color, More “Sell,”’ More 
“Distributor” in New 
Trumbull Sales Circulars 


One of the highlights of Trumbull’s direct mail “oa 
gram for 1948 is a new type sales circular. These 
familiar 4-page product folders have been com- 
pletely redesigned. The accent is now on sales — 
through the distributor. 

Space is provided on the cover of each circular 
for imprinting your name where it can be seen. And 


ill 
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News about what Trumbull is doing to help you 
‘make more money with the TRUMBULLine 









the cover carries a sales message. Inside the folder, 
copy concentrates on sales features of the product 
and user-benefits. There is a minimum of engineer- 
ing data. Material is attractively diplayed through 
effective use of color and installation pictures. 


Light Touch Used to 
Sell FLEX-A-POWER in 
This Dealer Mailing Piece 


“The House That Hobbs Built’’, is the title of a 
new booklet which presents the unique advantages 
of FLEX-A-POWER Busways with humor as well 
as sound reason-why. Prepared by Trumbull for use 
by distributors (e.g., as envelope stuffer) and dis- 
tributors’ salesmen, this amusing 8-page folder is 
lively, human and at the same time informative. 

It draws a pointed analogy between the “wisdom” 
of building a house big enough to provide for all 
future needs (which may never materialize), and 
costly investments in distribution systems in antici- 














The circulars have been planned for use by dis- 
tributor’s salesmen — to be left, for example, with 
purchasing agents where it is not desired to leave 
the catalog, or as inserts with your direct mail 
letters. They can also be used to answer inquiries. 
FLEX-A-POWER and L.V.D. Busways sales cir- 
culars of the new type have already been published. 


pation of possible future power requirements. 

By installing FLEX-A-POWER, the copy states, 
modern industry is showing real foresight. Folder 
concludes with an invitation to “let one of our repre- 
sentatives call”. Back cover of this engaging pro- 
motion piece comes imprinted with your name and 
address. 


BREAKDOWN OF TRUMBULL ADVERTISING FOR 1948, SHOWING PUBLICATIONS SELECTED AND THE AUDIENCE REACHED BY EACH 


SPECIFYING INFLUENCES 


Architects ond Electrical Contractors 


MANUFACTURING PLANTS 


Executive Production Purc Elec. Engineers 
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Chief or Power Executive Purchasing 


Utility Power Salesmen and Plant Electricians 


INSTITUTIONS, COMMERCIAL BUILDINGS, ETC. 


Chief or Power Engrs. 









TRUMBULL 


¢ . 
ELECTRIC 








“WHAT'S THE QUICKEST, CHEAPEST WAY 
OUT OF CONDUIT TIGHT SP@TS?” 





‘Split couplings — 
made by OZ........... 


with that tough coupling job where it’s impossible to screw 
“L” conduits into ordinary fittings . .. what you need is the 
O. Z. Split Coupling. Simply butt the conduit ends within 
the opened Split Coupling, tighten the two nuts and you 
have a permanent joint. No turning or twisting is necessary 
—installation costs are kept to a minimum. 











Now available for conduit sizes ranging from 5” down tg 
,”, O. Z. Split Couplings give you these advantagess 
















LOW UNIT COST—simple, one- 
piece malleable iron construc- 
tion assures low-priced, high 
quality product. 








LOW INSTALLATION COST — just 
tighten nuts to close fitting. Bolt 
head is held in place by coupling 
shoulder. 





TIGHT CLOSING — flange fits 
tight together when closed. 
Keeps out dust and dirt. 




















UL APPROVAL 














SPRING STEEL LOCK WASHERS — maintain 
pressure for permanent connection. 











INTERIOR THREADING — meshes with 
conduit threading for a rigid, close- 
fitting connection. 


*’ THEY'RE O. K. FOR DETAILS on these and other 
electrical products in the complete 


lF THEY'RE 0. 2 O.Z. line, get in touch with your local 
O. Z. distributor. He’s prepared now 


ELECTRICAL to serve you from stock. 








@ 3493 








MANUFACTURING 


o Gy. COMPANY CONDUIT FITTINGS - CABLE TERMINATORS - GROUNDING DEVICES 
262 BOND STREET BROOKLYN 2,N.Y CAST IRON BOXES - SOLDERLESS CONNECTORS - POWER CONNECTORS 
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, good reputation thrives or aamsal Pe 


falters largely on the performance of the “Vi daw ol 
fixtures you sell. It’s very important, therefore, _ 4 
that your fixtures deliver rated light output, provide long % 
lamp life and give trouble-free operation ... the kind 


= 
of performance Certified Ballasts are designed to supply. “gine y 


Certified Ballasts are better . . . because they are built to 
rigid specifications . . . then tested and checked by independent, 
impartial Electrical Testing Laboratories, Inc. 


| csoaees * 
’ . . ° ° e Hes 
That’s why commercial and industrial fluorescent installations give 


‘ft; e 


a a more lasting satisfaction ‘re equipped with Certified Ballasts; 








@ All Fleur-O-Lier fixtures and Certified Lamps 
with circline tubes have Certified Ballasts, 





te | CERTIFIED 


Pe 
FRTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 









SPEC. NO. 6 
= HIGH PF 
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2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Jefferson Transformers are of the dry type and 


may be mounted on wall, post; or directly on the 
machine to supply 115-230 volt current to lights, 
controls, relays and other small electric equipment. 
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Jefferson Power Circuit 
Transformers 


Jefferson Power Circuit Transformers are constructed of heavy gauge 
metal with sturdy mounting brackets and easily accessible wiring 
compartments for both primary and secondary connections. The wir- 
ing compartments are large and roomy with convenient 4” and 34” 
knockouts located to speed-up installation and facilitate the splicing 
of connections. Air-cooled, they require no special vaults or enclosures. 

With Jefferson Power Circuit Transformers, providing the 115 or 
230-volt service, wherever desired, only the higher voltage, lower- 
cost circuit need be installed throughout the plant. Specify Jefferson, 
the “Correctly Designed” transformer, in your new plant, or for your 
nextrewiring job. Transformer Bulletin 461PCT is yours fortheasking. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


In Canada: Canadian Jefferson Electric Co., Ltd. 
384 Pape Ave., Toronto, Ont. 


ee eee 


DRY JEFFERSON | POWER 
TYPE (@auaeee §=CIRCUIT 
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Electrical Wholesalers’ 


BUSINESS INDEX 
SALES INVENTORIES 
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MUS SANA 


WITH WHOLESALERS SALESMAN 











( DEC. 1947 








| 1939 1938 
| AVERAGE AVERAGE 
| 100 “Siren 


SALES 


| 
: MONTHLY 
| INVERTORIES 














SOURCE The firures we use as basis for these monthly 
comparisons of performance in the electrical whole- 
saling field are collected and compiled by the Bureau 
of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of December 1947 


SALES A total of 579 electrical wholesalers with 
December sales of $139,197,000 returned reports of 
their operation to the Bureau of the Census. Sales for 
the year 1947 as reported by the 579 firms were up 61 
percent over 1946, slightly less percentage-wise than 
was estimated for the trade as a whole. The panel also 
reported December sales up 30 percent over December 
1946 and up seasonally 27 percent from November. 

Full-line wholesalers, reported 1947 annual sales 
up 64 percent over 1946. December sales for this 
group were up 30 and 29 percent respectively over 
December 1946 and November 1947. 

Wiring supplies-construction materials houses re- 
ported sales up 30 percent, on the average, from the 
previous year. December sales were up 19 and 3 per- 
cent over December 1946 and November respectively. 

Appliances-specialties wholesalers sales for 1947 
were 59 percent ahead of 1946 dollar volume. 


INVENTORIES December stocks (all classes of houses 
combined) were up 4 percent over November while 
sales over the same period advanced 27 percent. 

Considered by class of house and compared with 
December 31, 1946, inventories of full-line wholesalers 
were up 50 percent, wiring supplies-construction mate- 
rials distributors, up 30 percent and appliances-spe- 
cialties houses, up 45 percent. Full-line wholesalers 
reported stocks up 7 percent over November but re- 
turns from the other two classes of houses indicated 
decreases of 2 and 5 percent respectively. The drop in 
appliance house inventories may possibly be explained 
by unprecedented December sales. 


COLLECTIONS Reports submitted indicated an average 
accounts-receivable turnover rate during December of 
once every 30 days. This was shorter by 5 days than 


the period reported by the same houses for November 
1947, 


67 










NOW - TCA DESCENT west | " 


svwan WARMTONE’! 
‘SYLVANIA 


“WARM-—SOFT- 
“FLATTERING — FLUORESCENT! 










20 watTtT— 
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MORE LIGHT! 
MORE CUSTOMERS! 


MORE PROFITS! 


. one of the most 





LIGHT BULBS; 


Made only by Sylvania. . 
far-reaching developments in fluorescent illu- 
mination in years! Incandescent color in fluo- 
rescent lamps — that’s what your customers 
have been waiting for. The one fluorescent 
lamp that gives more light and is of a color 


that will win acceptance for fluorescent in 
thousands of stores, homes and offices. 

Take advantage of this great, new devel- 
opment. Begin to fill the great demand for 
just such a fluorescent lamp by sending in 
your orders today. 


SYLVANIA ELECTRIC PRODUCTS INC. 


LIGHTING DIVISION, SALEM, MASSACHUSETTS 


ELECTRIC ¥ 








RADIO TUBES; 
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CATHODE RAY TUBES; 


69 








ELECTRONIC DEVICES 





NEBRASK * 


COLORADO — : 


| KANSAS 
} 
| © 


A — casi 
RIZONA IwEW Mexico 


OKLAHOMA 


ARK 


TEXAS 








Electrical Wholesaling 


BUSINESS 


INDEX 





REGIONAL ANALYSIS 


‘ONSIDERED geographically, all regions reported 
sales well above the 1946 level with increases 
approximating the national average. 

New England and mountain region houses registered 
the largest inventory gains over December 1946 with 
reported increases of 82 percent or more. The other 
regions more closely followed the national average for 
the trade. Gains of 24 and 16 percent over November 
holdings were reported by wholesalers in New Eng- 
land and the East South Central States in contrast to 
the national average gain of 4 percent. Other regional 
changes more closely conformed to the trade average. 

In terms of weeks’ supply at the current sales rate, 
trade inventories represent about 514 weeks business. 
On this comparative basis holdings compare with simi- 
lar indexes of approximately 5 weeks for December 
1946 and 4%4 weeks for December 1939, 

Except in the East South Central States, the collec- 
tion periods reported by wholesalers in the various 


DECEMBER, 1947 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 
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geographic divisions approximated the national aver- 
age. A 36-day turnover rate was recorded for the 
East South Central Region. 





SOURCE ‘The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 


70 


field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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Skilled Design and Manufacturing Know-How 
Make APPLETON Boxes and Fittings 
"Standard for GeZfez Wiring!” 


The completeness of the Appleton line makes it a simple matter to blanket 
your customers’ requirements, because the correct type for every turn and 
terminal is immediately available. Individual types are readily adaptable to the 
varying conditions of each job. 

Sell the wiring material that saves working time, builds a reputation for 
better workmanship for your contractor-customers—recommend Appleton, 
“STANDARD FOR BETTER WIRING.” 

Multiply the number of outlet and switch boxes shown here by a thousand and 
you'll get a figure that’s still well under the total number © £ electrical products 
manufactured by Appleton. 

Outlet boxes in shapes and sizes to meet every preference and specification; 
switch boxes of any desired depth, with or without clamps and brackets; cou- 
plings, connectors, entrance fittings, clamps—all for use with electrical metallic 
tubing, rigid or flexible conduit, armored cable—all precision engineered and 
expertly manufactured in Appleton’s own foundries and fabricating plants. 


No. 551-4 
For Armored Cable 


he + HRN, Sa TRE Am es 


For Non-Metallic 


Sheathed Cable | SOLD THROUGH ELECTRICAL WHOLESALERS 


suns ane vee | Sr, uunaclan sree.” aaucee te Geean 


Illustrated are a switch and out- Branch Offices: NEW YORK, 50 Church Street @ DETROIT, 7310 Woodward Avenue « 
Bo) let b . f h ae dout CLEVELAND, 1836 Euclid Avenue « SAN FRANCISCO, 655 Minna Street « ST. LOUIS, 420 
ts et box rom the complete Frisco Bldg. e LOS ANGELES, 100 North Santa Fe Avenue e ATLANTA, 724 Boulevard, N. E. 

Appleton Line now available e BIRMINGHAM, 429 Brown-Marx Bidg. « MINNEAPOLIS, 305 Fifth St., S. « PITTSBURGH, 

with newly designed clamp: 414 Bessemer Bidg. « BALTIMORE, 100 E. Pleasant St. « BOSTON, 10 High Street ¢ 
"t a i 8 : al te DENVER, 1509 Seventeenth Street e PHILADELPHIA, 1017 Cherry Street. 

*. - “9 +d pe pene “: Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, 

sheathed cable an armorec New Haven, New Orleans, Seattle 

cable in accordance with the Export Representatives: International Standard Electric Corp., 

1947 National Electrical Code 67 Grad Street, Now York 4, %. ¥. 








NUIT FITTINGS « LIGHTING EQUIPMENT » OUTLET AND SWITCH BOXES « FXPLOSION-PROOF FITTINGS « REELITES 





EV E R Y B ¢) ) Y enthusiastically accepts them for their good looks and good value 


, e DECOR ATORS recommend them for their sweeping lines and ‘‘built-in’’ look 
PACEMAKERS BY ARCHITECTS favor them for their ‘‘blend-into-the-ceiling’’ lines 
\q EN GIN E 3 ie) approve them for their efficient, eye-soothing light 























Permanent fire-annealed colors harmonize with and bring out Gives low-ceiling rooms a higher look. Its square shape is 
all the beauty of the room’s furnishings. interesting, its shadow depth functional, its lighting efficient. 





Boldly overscaled for the “new look” in lighting; delicately Makes smaller rooms more important, more dramatic. Makes 
decorated for perfect color harmony in today’s homes. bigger sales to better satisfied customers. 








The return curve enhances its “blended-into-the-ceiling” effect. Covers ceiling with a blanket of light. A crisp decorative note 
The pastel colors strike a fine decorative note. that has earned it praise from Park Avenue to prairie towns. 





Heavy crystal balls for luxurjous decoration. Efficient ceiling Fine homes and fine stores like its Jooks, its lighting efficiency 
plate for lighting economy, and its modest price. 
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because LIGHTOLIERS 
YOU LEAD WITH 


are PROFIT-MAKERS! 





re for example: these smartly overscealed. close-to-the-ceiling 
designs come in sizes up to 214” square... for every major location and 
decorative period...keyed and color-matched to today’s furnishing trends 


...give as much or as little light as needed—from 45 to 300 watts. 


PACEMAKERS LIGHTOLIERS NATIONAL ADVERTISING 


Full pages in important magazines, 


mean 40 sales opportunities ! 


Cismassiainns buy Pacemakers for LIVING STYLE BOOKS 


ROOMS: you profit from the extra sale and Offering the No. 1 variety of lighting fix- 
the extra wiring installation. tures—broad price ranges 


Consumers buy higher-ticketed Pace- 


makers for BEDROOMS and PLAYROOMS. CHARM BOOKS 


; . That educate your customers on the im- 
Your cash register rings up fivice the price ‘ score. Cpe - 
NE ay POTS portance of complete lighting. 
‘ ) ‘ me 


Consumers prefer Pacemakers for the LIGHTING GUIDES 


KITCHEN because they're more beautiful, 


' That help homemakers plan their light- 
vive better light. 


ing room by room. 
and. Lishtolier helps you cash in... by 
giving you the right merchandise plus the DRAMATIC DISPLAYS 


selling tools that bring in the business: That turn a passerby into a customer, 


Find out more about how you ean tie in with Lightolier 


for leadership and larger profits in your community, 


maLIGHTOLIER 


a OO Showrooms: | cast 36th Street, New York - 1267 Merchandise Mart, Chie ago 


Factory: Jersey ain, New Jersey 








a ee en ee ee ee ee ee ee 


C LI p | Lightolier, 346 Claremont Avenue, Jersey City, New Jersey 
[_] Send me Pacemaker prices and complete information 
T | l S Send me the Lightolier Style Book 
COUPON NAME silencing ia isi eeitenbneniiaabaadcitainit 


; i 
| 
NO W.: 1 CITY PEE Wye eee ZONE STATE 
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F or Salesmen Who P 





repare Now 


1943 Win Score Record Sales 


WITH fans and ventilating equipment available for industrial, commercial, residential 
and rural use, salesmen should start now to make 1948 a record year. Ilg Co. photo. 








IGHT up the sales alley of the 
electrical wholesaler and his 
salesmen is the booming mar- 

ket for fans and ventilating equip- 
ment in the industrial, commercial 
and residential fields. 

Concrete proof that this market 
is of rapidly growing importance 
lies in the fact that unit sales in 
1947 topped 1939, the last normal 
peace-time year that can be used for 
comparison, by 67 percent. ‘This, 
too, in the face of a short supply 
condition that existed throughout 
the year as it did with so many 
other electrical products. 

Retail value of sales in 1947 as 
reported by Electrical Merchandis- 
ing totaled $41,571,500 (not includ- 
ing attic ventilating equipment )— 
more than 3 times the sales volume 
for 1939. True that some of this 
increase can be accoynted for by 
higher prices, but purchases of the 
larger and more efficient types -of 
equipment contributed much. 

For example, desk and_ bracket 
fans increased 59 percent in unit 
sales during this period while larger 
ventilating fans up to 16 inches in 
size increased 213 percent; all of 
which is good evidence that today 
this type of equipment is being more 
carefully matched to the job and 
that cost is a secondary considera- 
tion. 

Wakened from the dormant state 
to which sales to civilian users were 
reduced during the war years, the 
fan and ventilating market once 
more beckons invitingly to electrical 
wholesalers and their salesmen ev- 
erywhere. Each segment of this 
market—industrial, commercial, res- 
idential and rural—holds a potential 
that was undreamed of a few short 
years ago. 


Plas with Contractors and Dealers 


The most solid foundation that 
the salesman can build for getting 
out of a territory the highest per- 
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An Ageressive Selling Campaign-- 
Or Fans and Ventilating Equipment 
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centage of sales of fans and ventilat- 
ing equipment is obviously the co- 
operation of his contractors and 
dealers. This requires an intensive 
build-up which should be planned to 
fit the needs of each individual cus- 
tomer, To cement the cooperation 
and goodwill of contractors and 
dealers the great sales opportunities 
that exist in the major brackets of 
the market as they appear here must 
be presented to them. Obviously a 
periodical and intensive follow-up 
system should be used to keep every 
outlet in the territory alert to the 
unusual sales opportunities in this 
field. 


Industrial Plants Need Ventilation 

During the peak production years: 
of the war, no stone was left un- 
turned to t the rease etrfi- 
ciency of workers to the maximum 
and prime consideration was given 
to those factors that contributed to 
the well-being of the worker while 
on the job. Adequate and proper 
ventilation rated tops then and does 
so today in the industrial plant con- 
struction and improvement pro- 
grams that are now being carried 
out on such a tremendous scale 
throughout the country. 

In the industrial market units, 
such as roof ventilators and the 
larger window ventilating fans, are 
required and it takes but a few or- 
ders for this type of equipment to 
build up a sizable volume of sales. 

The salesman of the electrical 
wholesaler has a decided advantage 
in this market for he calls regularly 
on these plants and with his ready 
entree the subject of fans and ven- 
tilating equipment should be one of 
the first discussed with his indus- 
trial customers during the coming 
months, 


Commercial Market Rapidly Expanding 


Commercial uses of fans and ven- 
tilating equipment are many with 
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stores and offices making up the 
majority of the market, both of in- 
creasingly great importance to the 
salesman. 

In every retail establishment ven- 
tilation does much to build up or 
tear down the buying mood of the 
prospective customer and any fac- 
tor that operates to make the cus- 
tomer more comfortable during the 
shopping process is a “must” in 
store operation. Thus, the store 
owner will lend a willing ear to the 
ventilating story if the presentation 
is built around the fact that proper 
ventilation will not only keep his 
customers in a shopping mood, but 
will also keep his workers more 
alert mentally and physically. 

In the office increased productiv- 
ity of individual workers and a sub- 
stantial decrease in errors are the 
direct result of installing adequate 
and proper ventilating equipment; 
indirect results are reduction in ab- 
senteeism and the decrease in labor 
turn-over due to more _ pleasant 
working conditions. All of these 
points must be stressed by the sales- 
man in his presentations to this 
market. 

Other commercial prospects for 
fans and ventilating equipment that 
should be in the salesman’s call file 
are: Restaurants, hotels, dentists, 
doctors, beauty shops, drug stores, 
tailor shops, cleaning and dyeing es- 
tablishments, auto display rooms, 
gas and service stations, garages, 
laundries, bakeries, bowling alleys, 
recreation and amusement centers. 


Residential Demand Mounting 


There is no doubt that today the 
general public is becoming “air- 
conscious” in ways other than trav- 
eling. Sales of fans and ventilating 
equipment for home use hit a new 
high in 1947. Kitchen exhaust fans, 
attic ventilators and window ventila- 
tors contributed greatly to the rec- 
ord sales volume with desk and 


bracket fans continuing high in 
demand. 

A field that was barely scratched 
prior to the war was attic ventila- 
tion. Few people had realized at 
that time the full benefits of elimi- 
nating hot, stagnant air from the 
home and replacing it with cool, 
fresh circulating air for more com- 
fortable and healthful living. 

Yet in 1947, approximately 200,- 
000 attic ventilating units were sold 
with a retail value of $37,400,000. 
This represents an average list price 
of slightly less than two-hundred 
dollars per unit and is therefore well 
worth aggressive promotional effort 
by the salesman of the electrical 
wholesaler. Not to be overlooked 
either is the fact that ventilating 
equipment of this type carries with 
it the opportunity for the sales of 
extra supply material—armored ca- 
ble wire, and outlet box and maybe 
a door switch, speed regulator, or 
time clock. 

Farm Market Offers New Field 


With the rapid progress of rural 
electrification, the farm market for 
fans and ventilating equipment of- 
fers the salesman an absolutely new 
field of endeavor. In the farm home, 
in the barns and outbuildings there 
are at least two dozen applications 
for this type of equipment that not 
only add to the comfort of the farm 
family but also mean more profit- 
able operation. 

Thanks to the greatly diversified 
line of fans and ventilating equip- 
ment available for use in the indus- 
trial, commercial and_ residential 
fields, the salesman should look for- 
ward to 1948 as another banner sales 
year. Planning now with electrical 
contractors and dealers for some 
real sales work in the residential 
field and prompt contact with his in- 
dustrial and commercial customers 
will return the salesman big divi- 


dends for his effort expended, 








8 GOOD REASONS WH 


... Wire tnsulated with GEON for manu acturing, 


domestic, industrial, and utilities wiring . - 


x * y 
¥ ¥ 
" ¥ 
va 
a 
. Excellent electrical properties 
Thin coating of insulation * 
More conductors in a given space 
Ease of handling * 
Easy stripping 
Light weight + 
Resistance to ozone, wear, sunlight, 
water, chemicals, and most other - 
normally destructive factors 
"1 14 colors including NEMA x 
standards 
m Be sure to specify wire or cable in- 
sulated with GEON in order to get 
> *% all these advantages. Or, for informa- 
*« * tion regarding special applications 
* s + please write Department K-3, B. F. 


Goodrich Chemical Company, Rose 
Building, Cleveland 15, Ohio. In 


Canada: Kitchener, Ontario, 





B. F. Goodrich Chemical Company ........ 


GEON polyvinyl! materials * HYCAR American rubber + KRISTON thermosetting resins * GOOD-RITE chemicals 
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With employment and wages 
at their highest levels in our 
history, a market which has 
been waiting and growing, 
and an expanding residen- 
tial building boom, salesmen 
should help contractors and 
dealers to set their sights for 
a banner home ventilation 
season 


By G. Ganzenmuller 





HE coming dog days of sum- 

mer can be met with a breeze 

if the electrical wholesaler’s 
salesman shows contractors and 
dealers why and how to start sell- 
ing residential ventilation equipment 
now—as a service to the public and 
at a profit to his customers and 
himself, 

There are many reasons why this 
season offers unprecedented sales 
opportunities for home ventilation 
equipment, but the factors which 
practically lift the roof from the res- 
idential fan market are these: The 
greatest number of persons em- 
ployed and the highest wages paid 
in our history; the virtual absence 
of fans from the market during the 
war years, resulting in a great vac- 
uum of initial and replacement de- 
mand which even a capacity rush 
of production will not be able to fill; 
the population increase this country 
has experienced since 1940 with its 
resulting increase of home units; 
and the present residential building 
boom. 

While fan manufacturers have 
been hamstrung in their all-out pro- 
ductive,efforts by shortages, partic- 





COMFORT for the consumer and profit for himself can be realized by the electrical 
wholesaler if he properly cultivates and sells the 1948 residential fan market. 


ularly that of electric motors, this 
in no way should deter electrical 
wholesalers and their salesmen from 
vigorously promoting ventilation 
equipment to their dealers and con- 
tractors this year. An aggressive fan 
sales campaign in 1948 will stir up 
the air for bizyger sales next year 
when residential ventilation equip- 
ment is expected to be in full supply. 

The fans to be sold in 1948 are 
improved versions of the ones which 
were on the market before the war. 
Few radically new fan ideas have 
been introduced, but virtually all of 
the fans now entering wholesalers’ 
warehouses are more streamlined in 
design and styled for greater eye 
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appeal than those produced in pre- 
vious years. This applies to desk 
and bracket fans, pedestal fans, win- 
dow fans, attic fans and kitchen ex- 
haust fans. 


Selling the Dealer and Contractor 


Ventilation equipment primarily 
purchased to make home life more 
comfortable during hot weather. in- 
cludes all the fan types mentioned 
except the kitchen exhaust fan. 
Most of the fan selling done by 
wholesalers between now arid June 
will result in orders which will en- 
able the dealer to fill out his line. 
Then, if the dealer has been prop- 
erly sold, he will re-order during 
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the first hot spell. Since the whole- 
saler must move most of his fan 
volume between now and August 
to avoid carry-overs, selling will 
have to be intense and continuous 
until the entire 1948 stocks have 
been moved into dealers’ and con- 
tractors’ hands. 

For the salesman this means to 
jam down on the accelerator in the 
drive for fan prospects not yet lined 
up; the time to formulate sales, ad- 
vertising and display plans with 
dealers and contractors already in 
the fold; and to make fans and ven- 
tilation a “must” topic on every 
call. 

With the big fan sales job straight 
ahead, product selling should be the 
essence of the sales talk of the 
wholesaler’s salesman. He can do 
best by pegging his sales pitch on 
the fundamentals, fundamentals 
such as: (1) A discussion of the 
motor—the heart of any fan. Show 
how its construction means less 
maintenance cost, quieter operation 
and longer life; (2) a discussion of 
the shape, size and pitch of the 
blades—the factors which make it 
possible for more air to be moved 
faster; (3) a discussion covering 
the general appearance, including 
finish, weight, cord and plug, and 
switch. The retailer, in turn, can 
use these fundamentals in selling to 
the consumer. Thus, product selling 
passed on by the wholesaler’s sales- 
man can proceed in a direct line to 
the user, 

The wholesaler’s salesman can 
aid the retailer to make a sale by 
advising him how a home owner can 
use a fan most effectively. He can 


tell him, for instance, that the ped- 
estal fan, because of its heiglit, has 
an added safety selling feature for 
a customer with small children; 
that the best location for a fan, ex- 
cept during the midday heat, is near 
an open window; that in a large 
room, two fans can be used to good 
advantage—one placed so that it re- 
inforces the breeze of the other; 
that the ideal arrangement for a bed- 
room is to have the fan on the wall 
slightly above the heads of the oc- 
cupants so that the air current will 
be directed at such an angle to cause 
it to be deflected successively off 
the walls in the room, thus produc- 
ing a gentle circular current of air; 
and that an oscillating fan is prefer- 
ablé where it is desired to keep 
flies from alighting on food. 


Promote Fans to the Public 

A vigorous advertising and pro- 
motion campaign during the fan sea- 
son will stimulate sales for both 
wholesaler and retailer. All types 
of advertising and display material, 
ranging from folders to colorful 
cardboard cutouts, are provided free 
or at cost by fan manufacturers. 
Some manufacturers supplement 
this material with local newspaper 
advertising, scheduled to break dur- 
ing the hot spells. Since this promo- 
tional effort is designed solely to 
increase fan sales, the wholesaler 
and retailer will profit by tying in 
with such intensive selling cam- 
paigns. 

To remind home owners that ven- 
tilation equipment can do a lot to 
lick that hot, still air, such dealer 
helps as window banners, cutout dis- 





WITH residential building booming and the existing home market practically un- 
tapped, electrical wholesalers have an ideal setting for an attic fan sales drive. 
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plays, handout material and mailing 
pieces should be busy telling the fan 
story during the summer monthis. 
Then, when the consumer’s hot- 
weather resistance starts to crack 
during the dog days, he will go 
straight to the nearest store that he 
remembers as selling fans, and the 
dealer who has put across the idea 
that “here is your fan headquar- 
ters” generally will make the sale. 

Much of the responsibility for 
vetting the average dealer into ac- 
tion rests with the wholesaler’s 
salesman. Activity on the retail fan 
front can be stirred up through 
sales building ideas and reminders 
for increasing sales—all of which 
are welcomed by the dealer. Thus, 
by working toward bigger fan sales, 
the wholesaler’s salesman also can 
establish himself as a sales coun- 
selor and make himself more valu- 
able to his customers. 

Another responsibility of the 
wholesaler is to have his dealers’ 
names manufacturers’ 
mailing lists to receive supplemen- 
tary materials and announcements of 


placed on 


newspaper and magazine advertis- 
ing to aid them to sell more fans. 
Fans That Fight Hot Weather 

The desk fan—sales of which 
zoom during hot spells—still com- 
prises the bulk of the electrical 
wholesaler’s home ventilation busi- 
ness. The best outlets for desk fans, 
bracket fans, and pedestal fans are 
straight electrical dealers, utilities, 
hardware stores, and department 
and general stores. 

Sold through the same merchan- 
dising channels as the preceding 
fan types is the portable window 
fan—a_ higher-priced item than 
either the desk or bracket varieties. 
These fairly large units, which do 
not require installation, wil! change 
the air in two or three rooms in a 
very short time. They are intended 
for use in apartments and homes 
where attic fans might not be de- 
sired. 

And then there is the attic fan— 
the big bertha of the fan family in 
regard to price, size and breeze- 
power. One of these units alone car 
transform a home from a summet 
storehouse of heat into a reasonably 
cool dwelling. 

The sales possibilities of the attic 
fan first began to be exploited by 
electrical wholesalers a few years 
before the demands of World War 
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II practically erased residential fan 
production, Sales of attic fans to- 
taled approximately 20,000 units in 
1940, and then leaped up to about 
200,000 units in 1947, 


The Attic Fan Market 


The opportunities now for selling 
attic fans are the greatest ever. The 
present residential building boom 
and the already existing but hardly 
tapped home market offer a tremen- 
dous attic fan sales target for 1948. 

How can the wholesaler’s sales- 
man move his attic fans in on the 
top floor of the residential building 
boom? He can do it by promoting 
attic ventilation to electrical con- 
tractors, builders and architects; by 
selling them on the fact that an attic 
fan is a strong sales feature for any 

new home. 

Electrical wholesalers can best 
tap the much larger portion of the 
potential attic fan market—homes 
already built—by working toward 
this end with manufacturers, utili- 
ties, contractors and dealers. Work- 
ing with the other branches of the 
electrical industry in pushing attic 
fan sales, besides being an applica- 
tion of the interdependence idea, is 
necessary for several reasons. First, 
the job of educating the public to 
the benefits of attic ventilation is 
too expensive for any single manu- 
facturer, wholesaler, utility, contrac- 
tor, or dealer to handle alone. Sec- 
ondly, statistics prove that past sales 
of attic fans have been greatest in 
those localities where cooperative 
campaigns were staged. 

Selling attic fans to dealers prob- 
ably will require a greater effort on 
the part of wholesalers’ salesmen 
than selling to contractors. For in 
spite of the growing acceptance of 
attic fans by the public, the average 
electrical dealer is not more than 
mildly interested in them. This lack 
of enthusiasm is largely due to the 
cost of the wiring and carpentry job 
required in almost any attic fan in- 
stallation. 

In order to save time and sales 
expense, the wholesaler’s salesman 
should advise his contractors and 
dealers to ccncentrate their attic 
fan selling efforts in fairly prosper- 
ous neighborhoods. For it is the 
people of better-than-average means 
who can afford attic fans at the 
present time. The job of selling at- 
tic ventilation to the less expensive 
homes can be tackled profitably in 
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WHULESALERS’ salesmen should promote kitchen exhaust fans to the building 
trade—for the kitchen fan has plenty of year-’round sales appeal for any housewife. 


later years. 

Besides the immediate opportuni- 
ties offered for attic fan sales by 
fairly prosperous homes, there is a 
considerable potential market wait- 
ing to be sold in the apartment house 
field. Here the sales story is purely 
economic, based on the theory that 
potentially hot, top-floor apart- 
ments will rent more easily when 
they can be cooled (although weak 
in the face of the present apartment 
shortage, the strength of this sales 
story will increase as more apart- 
ment houses are built). Since a fan 
is required for each apartment, dol- 
lar-volume business will be achieved. 

Planning an attic fan installation 
is simple. Merely figure the cubic 
contents of the house (height x 
width x depth). Then select a fan 
rated to change the air every few 
minutes. A point to keep in mind 
is that the contractor should impress 
the home owner with the importance 
of obtaining the right fan to do the 
job. If the wrong size fan or one of 
poor quality is purchased, the in- 
stallation may cause vibration, be 
noisy and cost too much to operate. 


The Kitchen Exhaust Fan 


In contrast to residential ventila- 
tion equipment which is designed to 
combat summer heat, the kitchen 
exhaust fan is a year ’round rather 
than a seasonal appliance. Since its 
primary function is to remove odors, 
fumes and excessive cooking heats 


from the kitchen, its sale does not 
depend to any great extent upon the 
weather. Consequently, it requires 
different merchandising efforts. This 
also holds for exhaust fans designed 
for use in playrooms or the so- 
called “whoopee rooms’—a rapidly 
expanding market. 

In addition to retail sales outlets, 
builders and architects are impor- 
tant factors in the kitchen exhaust 
fan setup. They are valuable con- 
tacts for several reasons. First, the 
majority of expensive homes now 
being built have kitchen fans in- 
Stalled at the time of construction. 
Second, a kitchen exhaust fan would 
be a strong sales feature—especially 
to women—in any of the smaller 
houses now being built. Then, too, 
there is the apartment house land- 
lord. To him the kitchen exhaust 
fan would have plenty of appeal as 
an added attraction for prospective 
tenants. 

With such an array of residential 
ventilation equipment, — electrical 
wholesalers need only good coopera- 
tion from the weather in order to 
have a big fan year. By planning 
sales campaigns with dealers and 
contractors now, by working with 
the other branches of the electrical 
industry in pushing the fan idea, and 
by imbuing their salesmen with the 
spirit of aggressive selling, electrical 
wholesalers will make certain that 
they'll get their share of the home 
fan sales in ’48, 





















Certified Starters play an important role in 
fluorescent lighting. When your fixtures are equipped 
with Certified Starters, you are assured of 


these benefits—longer starter life, less ballast 







overheating and longer lamp life. You quickly 


notice the economy in maintenance costs. 
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Here’s why Certified Starters are better: 





They're made to rigid specifications set up by foremost 
lighting experts—then tested and checked by famous 


Electrical Testing Laboratories, Inc. 
You'll assure satisfaction, give customers a good 
start, when you specify Certified Starters— 


the ones bearing the famous shield “Certified ETL”’. 





All Fleur-O-Lier fixtures use Certified Starters . 
eS eee Address inquiries to any of the following manufacturers of ———————————- , 
a fia : 
Certified Starters 
a 
The Arrow-Hart and Hegeman Co., Harvey Hubbell, Inc., Bridgeport, Connecticut € 
Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. Si 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. n 
Chatham Electronics Corporation, Newark, N. J. The Lloyd Products Co., Providence, R. I. 
Dura Electric Lamp Co., Newark, N. J. Pass & Seymour Co., Syracuse, N. Y. re 


General Electric Co., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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HOURS OF LABOR are saved because farmers discovered that long hay and straw can be loaded into the mow by a blower. 


~~ 





entilating 


our V olume Soar—Selling 


Units 


The rural areas are a wide open market for the salesman who pushes 
fan and ventilation equipment. Farmers are finding new uses for the 


equipment every day — and have the capital with which to buy it 








OTHING in the history of 


American farming has so 
gripped the imagination of 


farmers as electricity. Farmers have 
found that their best protection 
against rising production costs is 
electric power and the many time- 
saving, cost-saving pieces of equip- 
ment which it makes possible. 
News sources across the nation 
recently proclaimed that 
tions of farms and other rural es- 
tablishments reached all-time highs 





connec- 





By Arthur W. Hooper 


in 1947. Over 2 
tomers, most of them rural inhabi- 
tants, were added to electric power 
lines in 1947 the reports said, bring- 
ing the total to 41%4 million new 
customers since V-] Day. Over 3,- 
800,000 farms (68 per cent of the 
nation’s total occupied farms) now 
have electricity—and more are be- 
ing added every day. Approximate- 
136,127 miles of distribution lines 
were installed last year. 

Figures like those above show that 


million new cus- 
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a great job is being done in bring- 
ing clectricity to rural areas. The 
foundation has been built for one of 
the greatest merchandise outlets for 
the products sold by the electrical 
wholesaler’s salesman. 

The wholesaler’s salesman who 
aspires to sell fan and ventilating 
equipment to the farm dealer servic- 
ing these many newly electrified 
farms must be aware of and con- 
sider carefully a number of factors. 

He must realize that for many 
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VENTILATION makes the busy kitchen 
a better working place. REA photo. 


years the ditterences between urban 
and rural ways of living, working 
and thinking have been cause of 
much friction. 

He must realize that the introduc- 
tion of electricity to the farm elimi- 
nates one of the differences and 
changes greatly the way of living 
and working on the farm. 

He must realize that his products 
represent a better living for the 
farm family, just as they do for the 
urban dwellers. 

The salesman must realize that he 
is selling not only an improved ex- 
istence for the people on the farm 
but the means for a more profitable 
business. The salesman’s products 
represent savings in cost, time, en- 
ergy, and they minimize many 
threats of losses ordinarily encoun- 
tered by the farmer in his operation. 

The salesman must know that al- 
though farm income is at an all- 
time high, and that, although farms 
equipped with electric service have 
need for a great many items, the 
farmer is inherently a careful buyer. 
The need for fan and ventilating 
equipment can be shown immediate- 
ly to the farmer but salesmen will 
find the farmer particularly inter- 
ested in how such equipment can 
increase production, save him time 
and build more profits. 

The wholesaler’s salesman should 
advise the dealer to point out to the 
farmer the advantages of fan and 
ventilating equipment and how much 
this equipment will improve living 
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FRUIT AND VEGETABLE losses are cut when the farmer uses ventilation to help 
control humidity and temperature in storage rooms. G.E. photo. 
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CURING HAY in the mow by ventilation eliminates the weather conditions which 
may threaten the farmer's crop. Westinghouse photo, 


and working conditions for the farm 
family. 


Ventilation in the Farm House 


Because farm houses are usually 
constructed with extra large rooms, 
circulating heat throughout the 
home in the winter and cool air in 
the summer is a problem that cir- 
culating fans, attic fans and ventil- 
ating equipment can solve. Furnace 
blowers, attic exhaust fans, as well 
as circulating fans, are needed to 
obtain maximum circulation of heat 
and cool air in the farm home. 

Even with the tremendous as- 
sistance of electric power the farm 
family’s day begins early and the 
night’s rest starts almost before the 
evening breeze has had a chance to 
cool off the summer day’s heat. Ven- 
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tilating and circulating fans can pro- 
vide a cool sleeping place for the 
hard-working rural population. 

Anyone who has sat down to a 
real farm cooked dinner will agree 
that the kitchen is the most impor- 
tant room in the house. Ventilation 
is a must in any kitchen where the 
stove is kept as busy as it is on the 
farm. Preparing and cooking those 
traditional farm meals, canning 
fruits and vegetables, preparing for 
holiday gatherings of the family and 
getting ready for all the “extras” 
at harvest time can be made much 
easier for the farm women if the 
kitchen is properly ventilated. 

Fans and ventilating equipment 
remove excess steam, cooking odors, 
greasy vapors and heat from the 
farm kitchen. Not only does it make 



























































































VENTILATION in poultry houses cuts down cleaning considerably. allows more 
birds to be housed there and insures healthier birds, better eggs. 


a more pleasant working place for 
the farm wife but also means less 
cleaning of windows and walls, and 
for the family—a less humid room 
in which to eat. 

Farm wives have found fans in- 
valuable when weather conditions 
make it necessary to dry clothes in- 
Work that have be- 
come wet in doing the chores on 
rainy days can be dried quickly by 
using a fan. 


doors. shoes 


Hay Curing 

The farmer is going to listen 
when his dealer tells him that curing 
hay right in the mow by ventilation 
will give him better hay and elimi- 
nate the effects of weathe: 
which otherwise might threaten his 
crop. 

Farmers in Virginia, where rain 
may be expeeted on many days dur- 
ing the haying season, found that 
drying hay by blowing air through 
it produced a better quality hay at 
lower cost, increased storage ca- 
pacity, and greatly reduced the dan- 
ger of loss of crops in the field 

Those Virginia farmers found 
that the cost of electricity per ton 
of hay dried ranged during one 
year from 75 cents to $1.50. The 
total installation of the mow 
hay drier averaged about 25 cents 
per square foot of mow area. This 
included the total cost of the motor, 
which can be used for other power 
jobs on the farm. 

A new application extends the 
hay-drying principle to drying corn. 


conditions 


cost 


Many farmers have found that the 
use of forced-air ventilation with or 
without heat is the only method of 
saving corn crops that have a high 
moisture content. 

Farmers have also discovered 
that long hay and straw can be 
loaded into the mow by a blower, 
thus saving them many hours of 
labor. 


Ventilation in the Barns 


Experiments have proved that 
proper ventilation in dairy barns 
increases the milk flow of cows be- 
tween 10 and 200 pounds per cow 
a month. No farmer who does a 
dairy business can afford to over- 
look an increase like that. 

Ventilation equipment does more 
than just provide fresh air in the 
barns, stables and other buildings 
on the farm; it helps to keep the 
buildings dry. Timbers will not rot 
out nor will paint come off when 
dampness and moisture is not al- 
lowed to gather on them. Ventila- 
tion removes ammonia fumes and 
excess humidity which make barns 
unhealthful and uncomfortable. 

Farmers have learned that when 
most of the high priced feed is 
needed by the animals to keep up 
body temperatures during the win- 
ter, little of the feed is utilized in 
producing meat, milk and eggs. Ven- 
tilation can provide the proper tem- 
peratures in all parts of the barns 
during the winter. 

Fan and ventilating equipment in- 
stalled in the milk shed and milk 
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storage 








room will remove odors 
which might contaminate the milk. 
An electric heater with a fan attach- 
ment to blow a gentle warm stream 
of air can change working condi- 
tions in the milk house on cold days 
to unbelievable comfort. 





Poultry House Ventilation 


Ventilated poultry houses insure 
healthier birds and better eggs. 
Farmers: have found that ventilation 
in poultry houses cuts down clean- 
ing time considerably. Well-man- 
aged farms usually required the 
cleaning out of litters every ten days. 
Ventilation. extends the period by 
months. 

Properly installed, fans remove 
odors and supply a uniform distri- 
bution of airflow without drafts. 
Some farmers have found that they 
can house as many as 200 birds 
more in their poultry house by in- 
stalling a ventilation system. Fans 
can be used to blow dust out of 
poultry houses after the old straw is 
removed in cleaning out litters. 

One of the latest machines devel- 
oped for farm use eliminates the 
long difficult task of cleaning eggs. 
A new machine gently washes the 
eggs between cloth disks and then 
dries them immediately by a fan- 
forced blast of warm air. 

There are many places where fan 
and ventilating equipment can be 
used on the farm. The calf barn, in- 
cubator room, horse barn, hog house 
and brooders should be ventilated. 
Egg cooling, feed processing, feed 
and grain blowing are other uses, 
The farm machine shop needs ven- 
tilation as well as the storage places 
for fruits and vegetables. Ventila- 
tion in the feed storage rooms re- 
duces the danger of feed souring. 
Feed that has become wet can be 
dried by fans before it spoils. 


Farm Market Is Ready 
The farm market for fan and ven- 


tilating equipment is wide open. In 
1947 farmers took in around 30 bil- 
lion dollars from sales of their prod- 
ucts. Farmers have the opportunity 
to use many types of electrical equip- 
ment; they have the money with 
which to buy it, and the need for it. 
The salesman who realizes this, and 
also that his customer is a careful 
buyer who must be shown that fan 
and ventilating equipment actually 
improves his farm and business, is 
going to sell a lot of such equipment 
to rural inhabitants. 
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You'll like these greatly improved Connectors and 
Couplings for thin-wall tubing. 
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National Electric Products Corporation 
Pittsburgh 30, Pa. 





PROSPECTIVE buyers must fully realize that it is neither costly to buy nor operate an attic ventilating unit. Ile Co. photo. 





HE introduction and subse- 
quently growing residential ac- 
ceptance of attic ventilation 

has thrown open a highly profitable 

sales opportunity for wholesalers’ 
salesmen who earnestly go after this 
business through their electrical con- 
tractors and dealers because whether 


STATISTICS prove the 
growing popularity of this 
type of fan. American 
Blower Co. photo. 


the home is old or new, it faces each 
summer season the same problem 
of storing up hot, stagnant air which 
cannot be removed without mechani- 
cal assistance. 

The rapidly increasing popularity 
of the attic ventilating unit is read- 
ily undeérstandable for it offers to 
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the home owner a truly economical 
and simple means of securing quick 
and constant relief from excessive 
heat during the summer months. 
During this period, heat is poured 
into the home by the sun beating on 
the unshaded sides and roof of the 


house, often making living and 
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sleeping quarters almost unbearable. 

Installation and operation of the 
attic ventilating unit prevents the 
heat from accumulating in the attic 
by quickly expelling it and replaces 
the stale, hot inside air with clean, 
cool, fresh air. In addition, the 
rapid air change it produces results 
in a pleasant air movement through- 
out the entire home, not in one 
room alone, but in every room in 
the house. 

An attic fan of the correct size 
for the home should change the air 
once each minute. Depending upon 
the size of the home this can mean 
the movement of anywhere from 
5,000 to 25,000 cubic feet of air per 
minute. 

The attic ventilating units as per- 
fected today are a relatively inex- 
pensive and highly effective method 
for performing that summer comfort 
cooling job and they are available in 
a wide variety of units adaptable to 


the varying needs of different types 
of homes. 


Knowledge of Product and Market 
Needed 


Familiarizing himself with attic 
ventilating equipment through close 
study of tiie manufacturers’ litera- 
ture is the first step for the salesman 
who seriously plans to enter this 
field. The catalogs of most manufac- 
turers give sufficient technical de- 
tails to enable the salesman to make 
a fairly accurate recommendation 
and finding out how the equipment 
works, plus a knowledge of the sizes 
available and methods of installa- 
tion, will give him enough back- 
ground so that he can present the 
subject intelligently. 

Before entering into the field the 
salesman must be sure that his story 
is letter perfect not only in the pre- 
ceding, but, also, it must emphasize 
these points: 





1. Attic ventilation is not costly 
to buy or to operate. A quality unit 
can be purchased and installed ap- 
proximately for what a new electric 
refrigerator would cost or what a 
short vacation would cost. Yet, its 
return in cool, comfortable living, 
day and night, during the exces- 
sively hot summer months will be 
thoroughly appreciated over a long 
period of years. 

2. Cost of operation can be: fig- 
ured in pennies per day depending 
upon the cost per kilowatt hour 
charged in each particular locality, 
but it is safe to estimate between 
$5.00 and $7.00 per season of oper- 
ation, depending upon the latitude 
of location. In the northern locali- 
ties the cost would be proportion- 
ately less than in southern loca- 
tions due .to the shorter summers 
and lower average temperatures. 

3. It cools by means of actually 
replacing the hot, stagnant air with 








FOR attic ventilating the “fan package,” a complete unit 


ready for 


installation, is available. Holcomb and Hoke Mfg. Co. photo. 
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cool refreshing air and lowers bod- 
ily temperatures through evapora- 
tion induced by air movement. 

4. It does not just stir up the air 
in one room, but ventilates the en- 
tire home, removing odors, smoke 
and dampness. 

5. It retards fungus growth and 
decay in wooden structures, ordi- 
narily accelerated in the summer 
through high temperatures and ex- 
cessive humidity. 

Exercise Care in Selecting Outlets 


Since it is obviously impossible 
for the wholesaler’s salesman to per- 
sonally dig out the residential pros- 
pects for this equipment in the 
territory he serves, a wise selection 
of his contractor and dealer outlets 
must be made in advance to insure 
success of the program. 

Past contacts should identify for 
him those outlets that can be classi- 
fied as promotion minded and he 
should select at least one in each sec- 
tion of his territory and then ag- 
gressively work on this outlet to 
build it into a profitable operation. 

Naturally the most interesting 
thing about attic ventilation to the 
contractor or dealer is the chance 
for profit and he must be made to 
fully realize that these units with a 
fairly high list price leave ample 
margins for resale, that there is no 
trade-in bother or worry and that 
now the market is wide open. 

In making the presentation to 
the contractor or dealer, a pattern 
of procedure that may be used is as 
follows : 


1. Discuss the 
sales 


size of and the 
opportunities in the field. 
Point out the need that exists for 
this type of equipment and the many 
advantages resulting from its use. 
Show him what he must really do to 
sell summer comfort cooling to his 
customers and prove to him that this 
is truly a profitable market to cul- 
tivate. 

2. Show just how the attic ven- 
tilating unit operates and how he 
can figure the installation. There 
is no doubt that many contractors 
and dealers have been frightened 
away attic fan sales by the 
belief that the installation presents 
complicated problems in the field of 
air conditioning. This is not neces- 
sarily true and a simple method to 
follow in assuring an adequate in- 
stallation is to get the cubical con- 
tent of the house in feet (length by 


from 
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width by height) and then select a 
fan capable of handling that much 
free air per minute. 

For example, a house with inside 
measurements of 30’ x 40’ with two 
floors and 8’ ceilings would have a 
content of 19,200 cubic feet and 
from the manufacturer’s catalog 


should be selected the ventilating 
unit that would give this size home 
one complete change of air per min- 
ute for maximum comfort. One cau- 
tion to observe is never to select a 
that 


unit is too small as the net 





EASY to install, this unit with 24-inch 
fan is primarily designed for installation in 
the smaller home. V.E. Sprouse Co. photo, 


result will be an under-sized and in- 
efficient installation and a dissatis- 
fied user. 

3. Show how easily the unit can 
be installed. Some attic fans are 
simply installed by setting them in 
front of an open window and open- 
ing the stair Even when 
grilles must be let into the upper 
hall ceiling, or over the attic door, 
or enclosures built in the attic to 
house the fan, the job is usually 
simple and not very costly. 

4. Point out to the contractor that 
he can make money on both the attic 
fan sale and the wiring job and that 
he may possibly dig out additional 
wiring work in the house. To the 
dealer the salesman should stress 
that the sale and installation of the 
equipment. gives ready access to the 


door. 
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customer's home where he can see 
for himself whether there is an op- 
portunity for the later sale cf addi- 
tional electrical equipment and 
appliances, 


Sales Aid A Continuing Process 


Having selected and sold his con- 
tractors and dealers on the value of 
pushing attic ventilating equipment, 
the responsibility of the salesman 
does not cease, but should continue 
until the outlet is effectively follow? 
ing through on the promotion. 

The next step is to work out de 
tailed plans for his cooperation with 
the outlet in promoting the sale of 
equipment in that particular terri- 
tory. 

This involves helping him to set 
up the prospects in the area he ser- 
vices. Live prospects should in- 
clude those people in the upper and 
middle-class income groups. It is 
best to concentrate sales activities 
on these two groups for they are 
in the position of being able finan- 
cially to more easily gratify their 
desires for better and easier living. 

Contact by the contractor or deal- 
er with the likely prospects culled 
from their files can be personal or 
by direct mail. Of the two. the first 
is preferable, but since it consumes 
more time than is practical ,for 
either outlet, a combination of the 
two methods is best. 

Effective use of direct mail with 
a return card can be of valuable 
assistance in whittling down the 
full prospect list to those that are 
seriously considering the purchase 
of attic ventilating equipment. Bas- 
ing a final list of prospects on return 
cards from the direct mail, the con- 
tractor or dealer can then concen- 
trate his sales efforts on this group. 

Since attic ventilating equipment 
must be considered in the category 
of an electrical appliance, such as a 
refrigerator or washing machine, the 
personal contact must be made, first 
of all, in order to secure measure- 
ments to estimate the cost of the 
installation and then be followed up 
by another personal call to submit 
the estimate and close the sale. 

The wholesaler’s salesman is the 
logical promoter for attic ventilating 
equipment through his contractors 
and dealers. Today attic ventilation 
offers a tremendous market; the 
profits are ample; and the selling is 
easy for the salesman who plans. his 
program in advance, . 
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“But you can’t buy 
that kind of a motor... 
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© How many times have you heard somebody 
that ought to know better say something 
like that about motors, pumps, compressors or 
what-have-you? And how many times have you heard 
somebody else say, “Oh yes you can! I saw just what we need 
in Blank Company’s ad yesterday.” 
Advertising pages in this magazine are packed with 
news about your business. They contain information 
about products and services designed to help you 
do your job quicker, better and cheaper. 
To be well-informed about the latest developments 
in your business, your industry ... and to stay 


well-informed ... read all the ads too. 
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in Portland, Oregon 


Building customer goodwill for tomorrow’s competitive selling is the 


Number one job today for salesmen in Portland and more thorough 


attention to each individual customer is paying off in greater sales 


SEVENTH OF A SERIES 


By Ernest W. Fair 





ORTLAND, largest city of 
Oregon and located on the 
Willamette River where it 
joins the Columbia, has a metro- 
politan population in excess of 385,- 
000. The city covers 66.9 square 
miles on both sides of the river. It 
is one of the west coast’s largest 


lumber shipping ports and the cen- 
ter of activity of industrial Oregon. 
Imports here average over $8,000,- 
000 yearly and exports pass the 
$30,000,000 mark yearly. About 
one-third of the manufacturing in 
the state is concentrated in Portland 
where some 759 manufacturing firms 
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are engaged in the production of all 
kinds and types of merchandise with 
lumber and lumber products far in 
the lead. 

This territory is covered by the 
largest group of electrical supply 
wholesalers in the northwest area 
and there are more manufacturers 
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PORTLAND, OREGON 


and manufacturers’ representatives 
here than in any other northwestern 
city. In short, Portland can put in 
a fair bid for the title of electrical 
capital of the Pacific Northwest and 
is proud of its position in this field. 
There are eleven major electrical 
supply wholesalers doing business 
in Portland today and most of them 
cover the entire state of Oregon, 
southwestern Washington, northern 
California and southern Idaho. 


Boost Pacific Coast Industry 


The trend toward boosting Pa- 
cific Coast industry, as noted in our 
article on Seattle last month, is 
even more present here in Portland. 
The freight rate differential which 
adds from 8 to 11 percent to prices 
here has been a growing factor in 
supply and appliance purchases in 
this area. It is claimed that In Seattle 
20 percent of dollar purchases were 
being made on the coast and that in 
Portland the percentage is much 
closer to 30 or 35. Portland also has 
division offices and branch plants of 
many national firms and an increas- 
ingly expanding native industry. 

While Portland also enters into 
the export picture its activities there- 
in are not as great as those of Seat- 
tle, but Portland is said to supply a 
larger percentage of business within 
the territory it has marked out for 
itself. This business is under con- 
stant expansion. Trade within the 
Portland territory has been growing 
steadily since the end of the war and 
corrent trends justify an optimistic 
outlook for the future. 
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Salesmen are finding the situation 
a great deal more competitive than 
at any time since several years be- 
fore the war. They are having. to 
concentrate much more closely on 
actual intensive selling than in the 
pre-war days. This competitive sit- 
uation covers only merchandise with 
high availability at present; there 
are still many shortages in the Port- 
land area and everything indicates 
that this shortage situation will con- 
tinue for some time in the future. 


Concentrate on Moving Surpluses 


One of the big sales problems here 
today is keeping stocks moving on 
merchandise now available in goodly 
quantities. All salesmen are work- 
eens nest antes Co. ing from “surplus” lists and expend- 

ing their selling effort on moving 

such merchandise. These surplus 

lists are being used by nearly all in- 
| _ tial dependent Portland jobber sales- 
men. No forcing or tie-in deals are 
being used to push such merchandise 
but salesmen are instructed to ex- 
pend their selling effort toward the 
movement of listed goods, 

There is much speculation here 
as everywhere on how long actual 
shortages will continue in a great 
many other items not as yet in free 
supply. 


Accent on Careful Purchasing 


“Most of us are buying a lot more 
carefully today than we have done 
for a long, long time,” one jobber 
explained to us. “Buying is fast 
becoming of terrific importance. Not 
so many months back our sole pur- 
chasing problems were to get all we 
could lay our hands on; the quicker 
we get rid of that idea the better 
off we will be and I mean in its 
application to supply items. still 
short. 

“It’s a bad frame of mind to get 
into for it will creep up on you to 
the point where you'll lose caution 
and good judgment. One of these 
days we'll suddenly find any given 
short item in ample abundance after 
we have committed ourselves to a 
couple of carloads of the stuff, 

“I’ve made a lot of mistakes with 
my house but I’m going to try to 
keep from making that one from 
here on out. Our future ordering 1s 
goitig to be based on our need for 
the merchandise and our ability to 
move it and on nothing else!” 





\ 


























More Attentive to Inventory 
. ; - 
W. W. GRAINGER, INC. Right in the same category goes 
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PORTLAND, OREGON 


the inventory problem which Port- 
land jobbers are giving more and 
more attention. They believe that 
inventory control is of great im- 
portance today and their wide usage 
of “surplus sheets” for salesmen is 
their first effort toward keeping in- 
ventory: control in line. 

\s yet no extra bonuses are being 
offered salesmen for moving such 
merchandise; it’s just part of their 
regular jobs. However, some job- 
bers in this area are today giving 
thought to possible bonus plans for 
the faster moving of inventories 
which are in danger of becoming 
surplus. 

The problems of credit are also 
hecoming more important in the 
opinion of Portland jobbers. There 
has been no noticeable increase in 
cash and carry business but jobbers 
expect it to become a factor as 
credit becomes tighter and they be- 
lieve wise electrical wholesalers will 
increase vigilance on credit start- 
ing TODAY and not tomorrow. 

“There has been a 50 percent in- 
crease in the number of electrical 
contractors and a 100 percent in- 
crease in the number of appliance 
dealers over those in the prewar 
field,” one jobber told us, ‘‘and such 
a condition can never be good. Some 
of these new firms may survive but 
plain business horse sense tells us 
that it is virtually impossible for 
all of them to survive. 

“Business has increased here 
along with the population increase 
for the entire Pacific Coast area 
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STUBBS ELECTRIC CO. 


but there is not a large enough new 
market to make healthy business 
conditions for all of these new firms. 

“Out here, right now, we are find- 
ing that the fellow who works out 
of his garage is still a good credit 
risk and is having no trouble pay- 
ing his bills. But those who are in 
the contracting business and who 
have to pay out today’s high rents 
are beginning to slow up in paying 
their accounts and are becoming a 
credit problem. This is something 
I believe an electrical jobber any- 
where in the country can watch 
closely today.” 


Credit control will, demand care- 
ful watching, Portland jobbers say, 
and the ideal man to take it over is 
the salesman himself who, given a 
little training in the problems of 
credit, can readily observe the ac- 
counts which show first tendencies 
to become bad risks. ,With such 
training salesmen can help to pre- 
vent many credit losses. 

This is also in line with a definite 
tendency here to direct salesmen 
toward more thorough coverage of 
their territories, and where possible, 
to reduce the over-all area covered. 
There is no tendency to withdraw 
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EOFF ELECTRIC CO. 


GRAYBAR ELECTRIC CO. 


from competitive areas but ‘rather 
toward forming new territories. by 
redistribution. The net result is 
fewer accounts but those houses who 
have already embarked on such 
plans are finding that the ability of 
their men to give more thorough 
attention to each individual customer 
is resulting in greater sales per cus- 
tomer. 

“The future is going to be very 
competitive in this area,” one sales- 
man told us, “and I expect it won't 
be many years before we'll find the 
Seattle and San Francisco houses 
moving into the fringes of our ter- 
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ritories. When that day comes 
friendship and loyalty of our cus- 
tomers is going to become even more 
important. 

“It’s the same way when you 
look at the future of competitive sell- 
ing between the houses right here 
in Portland; one of these days soon 
we're going to have more merchan- 
dise than there are guys standing 
with hands out to receive it and 
we're all going to be scrambling for 
business. 


“Out here friendship is a great 
thing; a lot of business depends 
solely on friendship. The more 








thorough a job we do right now in 
building such friendship . . . well, 
the easier it is going to be to cover 
my territory profitably when those 
tough competitive days return!” 


Salesmen’s Two Big Problems 


Salesmen have two big problems 
here in selling today: (1) The fact 
that a number of jobbers have over- 
stocked on available merchandise and 
are getting just a little “scared” 
that they will not be able to move 
it before prices drop on such 
goods, and (2) the critical material 
problem. 

There’s a lot of determined sell- 
ing being put forth in this terri- 
tory on the first named classifica- 
tion. The critical merchandise prob- 
lem is still the salesman’s greatest 
woe; most Portland jobber sales- 
men told us customers were today 
less demanding and insistent about 
critical materials than they were 
six months ago but that it was still 
the number one probem at every 
sales call they made. 

Salesmen are devoting a great 
deal more effort toward holding their 
accounts today than at any time 
since pre-war days. They are exert- 
ing every possible influence toward 
helping customers to operate their 
and to them- 
any eventuality in the 
future. Most attention is being given 
to old established firms for they will 
be most certain to pull through any 
adversities that may arise in the 
future. 

“There’s a big job of selling ahead 
in this area,” one sales manager told 
us, “and I don’t think enough of us 
realize that one of these days that 
competition is going to come from 
without the industry as well as from 
within. All of us are going to have 
to gear ourselves toward combating 
with other industries for the con- 
stimer’s dollar; the easy ride the 
electrical industry has today will be 
over soon and those of us caught 
unprepared are going to have to 
suffer for our lack of foresight.” 

In general, Portland's electrical 
wholesalers and 


businesses prepare 


selves tol 


have 
a very cautious eye to the future. 
They are watching credit conditions 
among customers very closely while 
building goodwill for tomorrow’s 
nrore competitive selling, when once 
more they wil! have to really SELL 
every item in the catalog. 


their salesmen 
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WEIGHING more than 900,000 pounds, this 60,000-kilowatt 
steam generator is being checked and tested prior to being 


” amy oc # 





shipped to the west coast. The turbine generator set is 63 feet 
long and 22 feet wide. G.E. photo. 


Record Breaking Building Program 
Forecasts Record Breaking Sales 





By William C. Pirie 


NCREASED use of electricity 

during the past few years has 

reached such heights that gener- 
ating capacity has been hard pressed 
to meet the demand, and reserve 
capacity margins on many systems 
have been either exceedingly narrow 
or often wiped out entirely. 

A peek behind the gives 
some of the reasons for this condi- 
tion existing; foremost of which is 
the fact that in 1947 over 2,000,000 
new customers the 
This is the largest increase in users 
of electricity in any one year of the 
industry’s history and brings the 


scenes 


lines. 


came on 


4 


total number up to 38,400,000. 

In the large power and light user 
group the needs of industry turned 
sharply upwards in 1947 and re- 
mained at a consistently high level 
throughout the 
customers not increased in 
numbers due to the large volume of 
commercial construction, but reached 
a new high of approximately 7,500 
kwh per customer. 

Today’s records show that 95 per- 


year. Commercial 


only 


cent of the occupied homes in this 
country have available 
and that 92 percent are taking the 
service. 


electricity 


Here, as in the commercial 


field, new customers are contribut- 
ing to the sharp increase as well as 
a sizeable increase in the average 
residential use of electricity which 
in 1947 ran about 1,500 kwh as 
compared with 1,329 kwh in 1946. 

Not to be overlooked as a con- 
tributing factor is the rural demand 
created as farm electrification goes 
“full steam ahead.” During 1947 
500,000 farm homes were added to 
power lines, swelling the total of 
electrified to 3,800,000—68 
percent of the occupied farm homes, 
and each using about 1,800 kwh per 
year. 


farms 


ELECTRICAL WHOLESALING — March, 1948 




















| 
2 
: 
: 











TO MEET demand for power-generation equipment, mammoth 


factories are being built. G.E. photo. 





HELPING to solve the nation’s current requirements are these 
three huge generators leaving Westinghouse plant, E. Pitts. 


Boosts Cervet 
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ROTOR for mammoth steam turbine is being 
bearing alignment, part of shipment to Calif. G. E. 











e > 


checked for 
photo. 


aking Capacity, 
«Or Current-U sing Lnstallations 





Small wonder then that with all 
these unprecedented increases added 
together that the electric power com- 
panies were sorely pressed toemeet 
demands. 

Of vital interest to wholesalers’ 
salesmen, their electrical contractors, 
electrical appliance dealers and all 
those whose livelihood depends upon 
the kilowatt is the long-term con- 
struction program begun by the elec- 
tric power companies in 1947, 

This 5-year program for the in- 
stallation of new generating equip- 
ment is designed to keep ahead 
of the enormously expanding load 


growth and re-establish normal re- 
serves of generating capacity. 

It is estimated that under this 
program generating facilities of the 
privately owned electric companies 
will be increased 35 percent by 1951, 
adding another 15 million kw of 
capacity to the lines at an expendi- 


ture of approximately $6 billion. 


Added to this the planned additional 


construction by government-owned 


power projects will bring total new 
construction of all electricity pro- 
ducers to more than 17 million kw 
of capacity in 1951, 

Thus the total increase to gen- 
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erating capacity amounts to nearly 
40 percent of present installed ca 
pacity, which it is felt will allow the 
electrical industry to face the future 
with confidence. 

Off to a slow start in 1947, due 
to strikes and shortages, the pro- 
gram got under full headway during 
the latter half of 1947. Currently it 
is proceeding at an accelerated rate 
with manufacturers of generating 
equipment doing their utmost to cut 
production time and furnish the 
equipment necessary to permit the 
electrical power companies to meet 
their construction schedules. 
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Happy Customers 
For Tomorrow | 


Whether you’re wiring factories, office 


buildings, machine tools or major or 
small appliances, the finished job will 
used 


be better because you have 


PWC wires. 

For PWC building wires, machine tool 
and appliance wires (UL approved to 
80° C) have insulations that are super- 
aging, virtually immune to oxidation; 
that won't support combustion, thus 
eliminating the fire hazard of ordinary 
insulation. They're highly moisture 
resistant, not aftected by vegetable, 


mineral or lubricating oils and greases, 


PWC 


PLASTIC WIRE 





406 East Main St. 
Jewett City 
Connecticut 











& CABLE CORP. | ~~ 


a 













and there's no discoloration or 


corrosion of copper conductors. 


Other PWC properties speed work to 
save labor costs . . . for instance: ease 
of stripping, pulling through conduits 
and color coding (up to eight standard 
colors, others on special order). And 
smaller diameters permit more wires 


in a given conduit or space. 


Write us your requirements so that 
we can talk PWC performance on 
these or other wires or cables in terms 


of your specific needs. 





PARALLEL LAMP CORDS 
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TELEPHONE WIRE 


THERMOSTAT WIRE 











OBITUARIES 


BURTON GAD TREMAINE 


Burton Gad Tremaine, co-founder of 
world-famous Nela Park of the General 
Electric Co., a pioneer in the electric 
lighting field and a leader in the electrical 
business of the nation for 45 vears, died 
in his home in Cleveland on February 16 
He was 84. 

A native of Marine Citv. Mich. Mr. 
Tremaine was born Oct. 14. 1863. H¢ 
organized the Fostoria Lamp Co., of 
Fostoria, Ohio, in 1899. In 1901 the con- 
cern was combined with the Sunbeam In- 
candescent Lamp Co. 

Along with the late F. S. Terry, Mr. 
Tremaine consolidated a group of small 
lighting companies into a unilied organ- 
ization called the National Electric Lamp 
Association. As this association grew, it 
attracted the attention of the General 








Burton Gad Tremaine 





Electric Co. to whom it was later sold. 
hecominge the Nateonal Lamp Works of 
G. E. In 1°11, Mr. Tremaine and Mr. 
Terry were named co-managers of the 
works 

The two men envisioned the construc- 
tien of a unique lighting headquarters, 
built around the idea of a business “park” 
rather than follewing the conventional 
pattern set by the downtown office build- 
ing. The dream of Mr. Tremaine and Mr 
Terry was realized on April 18, 1913. 
when Nela Park, in East Cleveland, was 
dedicated. The beautifully landscaped 
grounds—looking more like a_ college 
campus with its Georgian buildings than 
a manufacturing concern—was known as 
the “university of light,” and it) was 
under Mr. Tremaine’s direction that 
epoch-making lighting developments made 
Nela Park world famous. 

Elected’as one of the directors of the 
General Electric Co. on June 22, 1923. 
Mr. Tremaine was subsequently named 
an honorary vice president. He resigned 


as a director of the tirm on January 26, 


1945. 
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19438 Pan and Ventilating 


Equipment S pecifications 














AMERICAN MACHINE & METALS CO. 


Type Size of No. of No. of List 

Cat. No. (See Key) Blades Blades Speeds Price Cat. No. 

AIR CONTROLS, INC. 2310 Superior Ave. yytyi 
, ING Cleveland 14, Ohio en 
W-16 wy 16” “ 
W-400 wy 24” 6 2 
W-500 wy 26” 6 2 
Sk-719 AV-EX 32’ 4 1 
Sk-1017 AV-EX 38” a 1 
Sk-1247 AV-EX 44" 4 1 
Sk-1498 AV-EX 50” 4 1 
(DeBothezat Fans Division 
* 


AMERICAN BLOWER CORPORATION 


Aeropel Home 


Ventilator K 85" 
Ventura Attic Fan AV 24"'to 48" 
a 8 sizes 

Ventura Fan 

Model A Wav 12" to 30" 
12 sizes 

Model D WaV-V-EX 12" to 30" 
6 sizes 


3 


Detroit 32, Michigan 


1 $43.15 

1 109.00 to 
295.00 

Tor2 57.00 to 
382.00 

1 65.00 to 
504.00 


Direct Drive 
Direct Drive 
Direct Drive 
Direct Drive 
V-Belt Panel 
V-Belt Panel 
V-Belt Panel 
V-Belt Panel 
V-Belt Panel 


*Does not include Federal Excise Tax. 


Type 
(See Key) 


EX-¥ 


AY 
AV 
AV 
AV 
AV 





pee Size of 
Bladas 


3” to 30” 
16 size 


24” 
30” 
| 
42” 
48” 
16” 
18” 
20” 
24” 
24” 
30” 
36" 
4?” 
48” 


No. of 


24 to 64 


-S . . 


SS. ee ee ee 


No. of List 
Blades Speods 


Price 


45.00 to 
1300.00 


East Moline Ill. 


$106.00 
121.00 
142.00 
186.00 
203.00 
69.00° 
75.00° 
85.00° 
173.00° 
86.00 
105.00 
131.00 
168.00 
186.00 





AV ..Attic, Ventilating 
BS...Bracket, Straight 
BO...Bracket, Oscillating 
C....Ceiling 

DS...Desk, Straight 

DO ..Desk, Oscillating 





EX. .Exhaust 
H....Humidifier 
K....Kitchen, Ventilating 
PS...Pedestal, Straight 

PO... .Pedestal, Oscillating 
V....Ventilating, General Purpose 


KEY DESIGNATIONS FOR TYPE OF EQUIPMENT 


O.... Other 


Purpose Equipment 
WV . .Window, Ventilating 
WVH. Window, Vent with 
Humidifier 
WaV .Wall, Ventilating 
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Type Size of 


Cat. No. (See Key) Blades 
ASQUITH ASSOCIATES, INC. 
Chrom-Ever No. 473 BS 8” 
Chrom-Ever No. 483 BS 8” 
Chrom-Ever No. 48-0S-1 BO 10” 

> 
BAR-BROOK MFG. CO., INC. 
B-26 AY, 36” 
B-42 AY 42" 
B48 AY 48” 
B-S4 AY 54” 
W-% AV- WY %’ 
W-36 wy 30” 
W-24 wy 24” 
w-i8 wy 18” 

* 


THE G. J. BELTER ELECTRIC MFG. CO. 


BELCO VB 24 AY 24" 
BELCO VB 38 AY 30” 
BELCO VB % AV 3%” 
BELCO VB 42A AY 42" 
BELCO VB 48A AY 48” 
WIND-O-COOL WI6 WY 16” 
WIND-O-COOL W 22 WY 22” 
BELCO D 12 EX 12” 
BELCO D 16 EX 16” 
BELCO D 16 EX 16” 
BELCO D 18 EX 18” 
BELCO D 18 EX 18” 
BELCO D 2 EX 20” 
BELCO D 20 EX 20” 

e 


BERNS MANUFACTURING CORP. 


$412 EX 12” 
$316 EX 16” 
$318 EX 18” 
$320 EX 20” 
$324 EX 24” 
$618 EX 18” 
$620 EX 20” 
$624 EX nm’ 
R412 EX 12” 
R416 EX 16” 
R316 EX 16” 
R318 EX 18” 
R320L EX 20” 
R324 EX 24” 
*Available also in 2 speeds. 
KFIOA K 10” 
KFIOCA K 10” 
AVIOR wy 18” 


96b 


Blades 
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eNeKN en ew ee eS eS ee 
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No. of List 


Speeds 


Price 


131 State St. 
Boston, Mass. 


$7.95 
1.95 
14.95 


6133 Linwood Ave. 


PND OD ee et et et et 


ee ee ee ee ee 


Shreveport, La. 


$115.00 
142.00 
189.00 
240.00 
139.50 
115.00 
89.50 
39.50 


3830 Olive St. 
St. Louis 8, Mo. 


$67.50 
93.75 
148.75 
170.00 
230.00 
49.95 
79.95 
43.75 
52.50 
70.00 
57.50 
76.10 
64.40 
83.75 


2278-92 N. Elston Ave. 


— a ee ee ee ee se 
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Chicago 14 Ill, 








Type Size of No. of No. of List 
Cat. No. (See Key) Blades Blades Speeds Price 
AVI2R wy 12” 4 1 
AVIER wy 16” 4 1 
2280 PS 18” 4 1 
228SH PS 24” 4 2 
B324 AV 24” 4 1 
B330 AV 30” 4 1 
B336 AV 36” 4 1 
B342 AV 42” 4 1 
B43 AV 48” 4 1 
&é 
R. H. BISHOP COMPANY 163 North 2nd St. 
Champaign, Ii. 
30-14 AY x 4 1 $132.90 
36-14 AY %” 4 1 147.59 
42-13€ AY 42” 4 1 187.30 
* 
1669 N. Water St. 
BROAN MFG. CO., INC. sedest ae 
10AGS K 10” 4 1 $54.30 
$ K 10” 4 1 31.35 
70 WY Laundry s 4 1 22.95 
12AGS Wav 12” 3 1 78.40 
« 
P. 0. Box 985 
BUFFALO FORGE CO. Betis WY. 
Breez-Air 3635° AV 24” 3 1 
Breez-Air 3635- AY 30” 3 1 
Breez-Air 3635° AV 36” 3 1 
Breez-Air 3635° AV 42” 4 1 
Breez:Air 3635: AV 48” 4 1 
Breez-Air 3635* AV 54” 4 1 
Window EX-AV-V 24-30" 3 1 
Ventilators 
Buffalo 3626 K-WaV¥ 8” 4 1 
Breezo 3222F Panel:: EX 8”-24” 3 1or2 
“NV” 3222F Heavy Duty EX 12”-36" 4 1 
“L”’ Breezo 3222 Fy EX 12”-36” 3-4 1 
Belt-Air 3222F (VBelt) EX 24" t 3 1 
Belt-Air 3222F (V-Belt) EX 30”; 3 1 
Belt-Air 3222F (V-Belt) EX 36" t 3 1 
Belt-Air 3222F (V-Belt) EX 48” 4 1 
Belt-Air 3222F (V-Belt) EX 42” 4 1 
“Baby Vent” 3222F 
Sets Size A V-EX 85 CFMs 1 
Sets Size B V-EX 217 CFMs 1 
Sets Size C V-EX 430 CFMs 1 
Sets Size D V-EX 602 CFMs 1 
Sets Size E V-EX 805 CFM; 1 
Sets Size F V-EX 1130 CFMs 1 
Sets Size G V-EX 1765 CFMs 1 
Model “C’”’ Space Heating 8" 1024" 3-4 1or2 
Unit Heaters 
3137 “C" += 
sCFM (@ Ye” S.p. 


***Available for 16,000 to 497,000 Btu /Hr ratings. 

*Avaitable with horizontal or vertical shaff units. 

** Available in ac, constant or two-speed or dc constant or variable speed. 
Motor removed from closed system 

Available in 2-speed. 
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Type Size of No. of No. of List Type Size of No. of No. of List 





Cat. No. (See Key) Blades Blades Speeds Price Cat. No. See Key Blades Blades Speeds Price 
5110 Loraine 420A AV 42 4 1 
CARRICK PRODUCTS CO. esllttaame Aum - = * 
51 wy 10” | 1Speed $37.95 
Reversible 
50 , 10” ] 1 Speed 32.75 2 
40 K + ] | Speed 28.15 
3501 Colerain Ave. 
. THE DANA FAN & BLOWER CORP. coaeenit ae 
X30 AV 30” 3 1 $87.85 
1% AV 36” 3 1 94.50 
x42 AV 42" 3 1 121.75 
CHELSEA FAN & BLOWER CO., INC. 1206 Grove St. YE eo -~ . ¢ oa 
Irvington, N. J. : 
H-16 EX 16” 4 1 35.50 
ED Horizontal Discharge AV-EX 24” 060" 4 1 $91.25to  H-18 EX 18” 3 1 78.00 
351.80° H-20 EX 20” 3 1 88.75 
EV Vertical Discharge  AV-EX 30 042 4 1 149.50to  H-24 EX 24° 3 1 95.00 
249.80° H-30 EX 30” 3 1 120.08 
IND Industrial V-EX 24° t060" 588 1 112.45to  S-10 EX 10” 4 1 25.00 
512.10" 
BB Industrial and EX 10” to 30” 4 1 39.30 to 
Commercial 387.60° 
PH Penthouse V-EX 24" 060" 586 1 263.40 to a 
894 60° 
we wy 18” 4 3 66.95° 
we wy 24° 830" 4 1 98.00 & MFG. CO — 
109.00° go6, 
" - “ , , = DAYTON ELECTRIC . CO. 
cT c 24" 4 2 $4.00° = 3F122 DS 18” 3 3 $67.00 
wT BS-WaY 24” 4 2 98.00 = 3123 PS 18 3 3 89.00 
CO Counter 24” 4 2 105.08° (F126 DS 20” 3 3 70.00 
“110 volt, a.c.. 60 cycle prices 3F127 PS 20” 3 3 $1.00 
3F128 DS 20” 3 1 84.00 
3F129 PS 20” 3 1 109.00 
e 3F132 DS 24” 3 2 94.00 
3F133 PS 24” 3 2 120.00 
3F142 DS 24” 3 1 89.00 
3F143 PS 24" 3 1 116.00 
3F137 PS 30” 3 2 134.00 
CHICAGO ELECTRIC MFG. CO. 6333 W. 65th St. 4F187 EX 12” 3 1 25.00 
Chicago 38, Ill. = —-4F 103 EX 16” 3 1-bigh 50.00 
3104 Handyhot PO Ty ‘ 2 sigs SFO ~ J : — & 
a 4F105 EX 18 3 1-high 55.00 
3909 Handyhot PS 8 ‘ I 595 4FI07 EX 20° 3 1-bigh 60.00 
4F108 EX 2 3 1-low 67.08 
4F110 EX 24" 3 1-lew 70.00 
4F 168 EX 30” 3 1-lew 160.00 
o 
* 
CIRCULATORS & DEVICES MFG. CORP. 22 Rose St. 
New York 7,N.Y 
4 
ped + - F DIEHL MANUFACTURING CO. 1137 Fladore Ave 
24W BS 24” 4 1 nies 
24C c 24” 4 1 18FPDI6 EX 18” 4 2 
34P PS 30” 4 1 24FPDIG EX 24” 4 2 
34D DS 30” 4 1 30F PDI6 EX 30 5 2 
34W BS 30” 4 1 36FPDI6 EX 36” 5 2 
uC c 30 4 1 81BN-95BN PS 24”-30 3 1 
163P PS 16’-20" 3 3 87BN-87WN PO 24 3 1 
163D DS 16"-20" 3 3 12912 po 12 3 3 
163W BS 16°-20 3 3 16912 90 12 3 3 
163C c 16"-20" 3 3 2151 K 4 4 1 
$08 EX 8” 3 1 3160 K 10 4 1 
$a10 EX 10” 3 1 2168 Wav 4 4 1 
SQ16 EX 16 3 1 5168 Wa¥ 10 4 1 
0216 EX 16” 3 1 EAIG AV 24”-48 3 1 
Q218 EX 18” 3 1 (Available with 
Q220 EX 20” 3 1 horizontal or 
Q224 EX 24” 3 1 vertical shaft) 
0230 EX 30” 3 1 SEQI6 v 9”-16 4 1 
aRi2 EX-V 12’-30” 3 1 (With enclosed 
10K wy 10 4 1 dust-proof motors) 
240A AV 24” 4 1 248700 EX 24-48 4 ? 
300A AV 30” 4 1 (V-belt, available 
360A AV 36” 4 1 in single or three phase) 
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Type Size of No. of 
Cat. No. (See Key) Blades Blades Speeds Price Cat. No. (See Key) Blades Blades 
120 North Elm St. 9 FMI2V1 DO ? 4 
DOMINION ELECTRIC CORP. SMonsield Obie FUMIE¥I be - , 
FM12M21 PO 12” 4 
2001 BS 4 1 $5.45 FMIGMI PO 16” 4 
2010 BO 10’ 4 1 4% 3079 Wav 16" 6 
2011 BS 10” 4 1 1095) FM2aMi PO 24” 4 
44986 Cc 52” 4 
49X973 DO 12° 4 
718X233 DO 16” + 
FM24WI wy 24° q 
bd FM30K1 AV 30” 4 
FM36K11 AV 36” q 
FM42K71 AV 47" y 
FM48K11 . AV 4” 4 
1908 Third St, N.E. I @ Vax. 
ELECTRIC SPECIALTY MFG. CO, INC.  ,1000Thkast.w.c. “lsh 
Model “A” c-K 8’ 10 1 $58.85 
Model “8B” K-WaV 8’ 18 1 56.95 we 
Model “C” * y 18 1 96.75 
“ THE A. C. GILBERT CO. 
A321 DO i e 
A325 DO 10” 4 
_—, . DO 12” 4 
*lnchuding Tax. 
8100 Florisant Ave 
THE EMERSON ELECTRIC MFG. CO. Wo Flisant Ae 
2450-D B0-DO 10” 4 1 $20.95 
2450-F BO-DO 18” 4 2 72.85 . 
6250-D B0-DO 10” 4 1 73.95 
Lege B0-DO 12° 4 3 a 
-A BO-DO 16” 4 3 : 
71646-AN B0-D0 1” 4 3 xaos G-M LABORATORIES, INC. 
77648-AN BO-DO 16” + 3 43.5 
G250AF PO 10” 4 1 SS = 24.94-H PO 24” 3 
T1646-AP PO 12’ 4 3 M9 25. 4-4 B0 2" 3 
T1648- AP PO 16” 4 3 635 5407 ps 19” 3 
7650-C 80-D0 10” ’ 1 SS = 540-4 DS 19° 3 
7660-D B0-D0 12” 4 2 26.95 
K60-TB PS 4" 3 2 122.20 
K6e-TC PS 30” 3 2 1277.38 
B64) c %” + 2 65.85 * 
87641-AL c 52’ 4 3 78.58 
2464) c %’ 4 2 60.60 
85641-AL c 52° 4 3 73.28 
a bon a ; ; aa HOLCOMB & HOKE MFG. CO., INC. 
S&OSAN wy 24” 4 1 5.58 
S6OSCG wy 38” 5 1 108.58 ©2416 AV 24” 4 
3A AV-EX x%’ a 1 135.58  3025CS AV-V co + 
42-A AV-EX ty ad + 1 159.58 3033 AV-V 3” 4 
48-A AV-EX 4a” 4 1 206.58 3625CS AV-V x’ 4 
3556 x 10” a 1 1835 ©3633 AV-V x’ 4 
3568 A 12” 4 1 $7335 4233 AV-V 42” 4 
3650-AA K 1 4 1 7635 4250 AV-V 42" 4 
350-SA . 10” 4 1 3258 4850 AV-V 48” 4 
57646 x 12” 4 1 95 86 4875 AV-V 48" 4 
S4esY EX 17” * 1 4.10 2416HM AY 24” 4 
$S0SG EX 16” oy 1 64.35 3025CSHM AV x’ 4 
Seow) EX 18” | 1 87.75 2033HM AV ci 4 
STOSH EX 24" | 1 144.73 3625CSHM AV %” 4 
SSSSE EX w | 1 270.75 3%33HM AY %” 4 
Low Table Fan 74646-AG 17 a 3 4235 
* 
* 
HUNTER FAN & VENTILATING CO., INC. 
Ave. 50-AXB AY 24” 4 
GENERAL ELECTRIC CO. jinn OO : (Uf 
75-BXB-VF with celling AY xn” 4 
FMi0S41 bo wv 4 1 $15.74° shutter 
FMSV! DO 8.” 3 1 2206 10-DXB AV %” q 
FMiOw! a 18” 3 1 44.17* 14-FXB AY 42” 4 
Fmi0c) K 18” 3 1 41.33* 18-HXB AY 4a” 4 
Fmiev7i DO 1e” 3 2 2.22° 18-HXB-3 AV 48” 4 


96d 





“No.of List 
Speeds Price 





391° 
48.38° 
52.59° 
66.28- 
351° 
115.77* 
19.$1° 
33.64- 
33.%- 
$8.95 
$165.95 
173.95 
147.85 
193.95 


tt et Oe et at Ge Ow Oe 
i 


New Haven 6, Conn. 


1 $8.40° 
1 12.66° 
1 16.28° 


4300 N. Knox Ave. 
Chicago 41, if. 


$114.50 
9.50 


11.5 
10.95 


1545 Van Buren St. 
indianapolis, Ind. 


$101.00 
120.25 
138.50 
128.75 
147.00 
166.75 
192.25 


_—s . . Sh hl 
_ 
2 
on 
Q 


400 South Front St. 
Memphis, Tenn. 


1 $128.00 
149.50 
209.50 


178.50 
224.00 
258.00 
278.00 


-—- oo 


— 
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Type Size of No. of No. of List 
Cat. No. (See Key) Blades Blades Speeds Price 
2848 wy 28” 4 2 114.95 
121 C 52” 4 3 79.90 
107 C 52” 4 3 76.14 
363 C 3%” 4 2 62.05 
242 PS 24” 4 2 119.85 
yp] BO 10” s 2 2.395 
235 DO 12” 4 3 41.95 
265 DO 16” 4 3 49.95 
ub DO 12” 4 2 32.95 
1212 v 12’ 4 2 47.15 
1216 v 16” 4 2 57.15 
e118 v 18” 4 2 89.50 
* 
ILG ELECTRIC VENTILATING CO 2050 WN. Crawierd Ave. 
: Chicago 41, Ill. 
8080 K 8" 3 1 $38.00 
8040 K gr" 3 1 24.00 
8100 K 10" 3 1 49.00 
8091 K 10" 3 1 69.00 
8104 K 10" 3 1 32.00 
8140 K 12" 6 1 66.00 
8142 K 12" 6 1 46.00 
' 1106 v 16" 6 1 95.00 
1108 v 18" 8 1 135.00 
1110 v 20" 8 | 165.00 
1112 v 24" 8 1 220.00 
1114 v 30" 8 1 331.00 
§100 AV 24" 3 2 159.00 
6103 AV 30" 3 2 197.00 
6130 AV 18" 3 2 146.00 
& 
JOHNSON FAN & BLOWER CORP. 1319 W. Lake St 
Chicago 7 Ill. 
WTB-Spring AV 24”-42” 4 Belt $90.00- 
suspension drive 182.00 
VB-vertical AV 24” -48” 4 Belt 98.00 
shaft drive 240.00 
SB AV 24” -54” 4 Belt 94 00 
drive 794.00 
| SD EX 9”-24" 4 Single 19.95 
93.00 
KAD Wwy-K 9”-12’ 4 Single 19.95 
33.85 
Portable WVH -¥ Blower 3 49.95 
Blower v 7 Blower Single 21.00 
Apartment Fan wy 24” 4 Single 90.00 
as 
PAUL R. JORDAN & CO. __3I1 E. South St. 
Indianapolis 4, Indiana 
AV 24° 6 1 $100.00 
AV 24” 6 Multiple 150.00 
AV 30” 6 1 120.00 
AV 30” 6 Multiple 170.00 
Direct Connected EX 12” 4 1 80.00 
Direct Connected EX 14” 4 1 88.00 
Direct Connected EX 16” 4 1 100.00 
Direct Connected EX 18” 4 1 120.00 
Direct Connected EX 20” 4 1 133.34 
Direct Connected EX 24” 4 1 160.00 
Direct Connected EX 30” a 1 200.00 
Direct Connected EX 36” « 1 248.00 
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Direct Connected 
Direct Connected 
Direct Connected 
Centripeller 
Centripeller 
Centripeller 
Centripeller 
Centripeller 
Centripeller 
Centripeller 
Centripeller 
Centripeller 
Centripel'er 
Centripetler 





KISCO COMPANY, INC. 


The Lo-Air 

The Whirlaway 

The Airsgray 

The Tabte-Air 

Servus-Table 
*Including Tax. 


KNAPP-MONARCH CO. 


2-503 
3-503 
2-802 
1-802 
4-501 
3-504 


KORD MANUFACTURING CO., INC. 


v8 
vid 
F8 
F10 
F10x 
Fi2 


WVH 
WVH 


Type Size of 
(See Key) Bifdes 
EX 42” 
EX 48" 
EX 54” 
EX 4g 
EX 14” 
EX 16” 
EX 18” 
EX 20” 
EX 24” 
EX 30 
EX 36 
EX 42” 
EX 48” 
EX 54” 
° 
O—Air Circulator 12” 
0 —Air Circulator 12” 
O—Alr Circulator 8” 
O—Aijr Circulator 12” 
O—Air Circulator 12” 
- 
DO 10” 
DO 12” 
DO 10” 
DS 8” 
PO 16 
PO 12” 
* 


8” 
10” 
¥ 
10” 
10” 
12’ 


MARATHON ELECTRIC MFG. CO. 


DeLuxe 

DeLuxe 

Low Stand 

Low Stand 

Low Stand 

Low Stand 
“Including Tax. 


PS 
PS 
PS 
PS 
PS 
PS 


22” 
22” 
30” 
x! |] ” 
22” 
22” 


No. of 
Blades 


aaron. & &- &- 


aeu ws & 


aa & & & & 


aaa & 


ow & ww 


List 
Price 


No. of 
Speeds 





336.00 
400.00 
500.00 

96.00 
106.67 
120.06 
144.00 
168.09 
192.00 
240.00 
300.00 
400.00 
480.00 
600.00 


39th and Chouteau 
St. Louls 10, Ma. 


$42.95 
36.95° 
25.35- 
57.50° 
12.50° 


ww & w& 


St Louis 16 Mo. 


a ee 


4510 White Plains Rd. 
Bronx 66, N. Y. 


$10.95 
13.95 
18 
10.85 
13.95 
17.95 


—_ ot ot ot ot 


Wausau, Wis. 


$95.00- 
115.00° 
80.00- 
100.08- 
75.00° 
95.00° 


NKR 


Yb6e 





Type Size of 


No. of No. of 





; List 





Cat. No. (See Key) Blades Blades Speeds Price 
4th and Ontario Sts. 
MASTER APPLIANCE MFG. CO. ae 
12110 DS (ac-de) 10” 4 2 $19.50 
& 
1013 E. Broadway 
EN. MIMMS a 
Bis Cirealator 18” 2 3 => 
B24 Circulator = 24” ? 3 82.80 
107.80; 
830 Circulator 30” 2 2 117.50 
147.50 
Fi2 Floor Circulator 12” 3 3 49.80 
Gi4 Floors Circulator 14” 3 3 79.50 
16VS EX 16” 3 1 43.50 
18VS EX 18” 3 1 63.50 
18¥B EX 18” 3 1 79.50 
20V$ EX 20” 3 1 74.50 
20VB EX 20” 3 1 84.50 
24S EX 24" 3 1 82.50 
24vB EX 24” 3 1 $8.50 
30vS EX 0” 3 1 $8.50 
*Low Stand. 
High Stand. 
oe 
640 W. 249 St. 
MONITOR EQUIPMENT CORP. ant 208 
EF-6 EX 16” 3 3 $59.95 
OF-12 80-00 12” 4 3 4.65 
cy 
NATIONAL GAS EQUIPMENT CO., INC. Terrell, Texas 
MC-16 7 16” 3 2 $59.59 
MC-22 v 22” 3 | 79.50 
MA-3% AV 36” 4 1 119.50 
MA-42 AV 42” © 1 137.50 
MA-48 AV 4” 4 1 199.50 
* 
THE HERMAN NELSON CORPORATION ag oo 
CA 1011 Kor V 10” 2 1 or 2 $35.00 
CA 1211 Korv ad 2 lor2 41.00 
CA 1411 KorV 14” 2 1 or 2 52.00 
DA 1411 V or EX 14” 2 lorz 66.00 
DA 1611 Vv or EX 16” 2 1 or 2 81.00 
DA 1821 V or EX 18” 2 lor2 110.00 
DA 2021 V or EX 20” 2 lor2 124.00 
DA 2421 V or EX 24” 2 1or2 166.00 
DA 3031 V or EX 30” 2 lor 2 252.00 
DA 3631 V or EX 3%” 2 lor2 377.00 
BA 2411 V or EX 24” 2 1 $4.00 
BA 2421 AVorV 24" 2 1 86.00 
96f 














No. of 








Type Size of No. of List 
Cat. No, (See Key) Blades Blades Speeds Price 
BA 3011 V or EX 30” 2 1 131.00 
BA 3021 AVorV 30” 2 1 104.00 
BA 3611 V or EX 36” 2 1 179.00 
BA 3621 AVorV 36” 2 1 126.00 
BA 4211 V or EX 42” 2 1 240.00 
BA 4271 AVorV 42” 2 1 180.00 
BA 4811 V or EX 48” 3 1 323.00 
BA 4821 AV or V 48” 3 1 230.00 
BA 5411 V or EX 54” 3 1 419.00 
BA 5421 AV or 54’ 3 1 730.00 
2 
104 Woodwara 
PRODUCTION PLANNING CO. nih Novtnar 
Allen LNL-31-72 AV 30”-72” 12-18 
Allen Type H-24-60C v 24”-60" 4-18 
Allen 120 EX-WaV 12”-30” 4-6 
Allen 121 EX-WaV¥ 12”-30” 4-6 
Allen 122 EX-WaV¥ 12”-30” 4-6 
Allen 160 EX-WaV¥ 12”-30” 4-6 
Alien 161 EX-WaV 12”-30” 4-6 
Allen 200 EX-WaV¥ 12”-30” 4-6 
Allen 201 EX-WaV¥ 12”-30” 46 
Allen 240 EX-WaV 12”-30” 4-6 
Alien 241 EX-WaV 12”-30” 4-6 
Allen 300 EX-WaV 12”-30° 46 
Allen 301 EX-WaV 12”-30° 46 
Allen Staxaasters 12100 Y¥-K-0 10”-36” 26 
42365 
> 
140 N. Towne Ave. 
PRYNE & CO., INC. N. Towne Ave 
No. 210 K-C 10”¢ 2 $56.60 
No. 208 K-C 8” 1 41.00 
No. 206 K-C 6"* 1 30.20 
No. 225 K-C 10” 5 1 27.15 
No. 224 K-C 8” 5 1 23.55 
No. 135 K-WaV¥ 10” 4 1 36.60 
No. 130 K-WaV¥ 10” 5 1 31.00 
No. 138 K-WaV 8” 5 1 25.10 
*Blower Wheel Diameter. 
+ 
z 1001 St. Charles Ave 
REED UNIT-FANS INC. deg mete 
Raf 24 AV-EX-WV-0 24” 6 1 $82.50 
Raf 30 AV-EX-WV-0 30” 6 1 93.50 
Ruf 36 AV-EX-WY-0 36” 6 1 114.00 
Ruf 42 AV-EX-WY-0 42” 6 1 126.00 
Rat 48 AV-EX 48° 6 1 192.50 
* 
REYNOLDS ELECTRIC CO. 2650 W. Congress St. 
Chicago 12, til. 
1910 os 20” 2 3 $60.00 
1915 DS 24” 3 3 90.00 
1914 PS 20” 2 3 80.00 
1815 PS 24” 3 3 105.00 
1148 C 20” 2 3 60.00 
1842 Cc 24” 3 3 $0.00 
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Type Size of No. of No. of List Type Size of No.of No.of List 
Cat. No. (See Key) Blades Blades Speeds Price Cat. No. (See Key) Blades Blades Speeds Price 
66 eS a suo) SHEPLER MFG. CO. Pitsburgh 1, Pande 
O—(fly chaser) 20” 3 75.00 
” om , 81 C-K 10” 5 $25.00 
4A Series K-WaV¥ 10” 5 1 30.00 
10 K-Wa¥ 10” 3 1 35.00 
a 10C K-Wa¥ 10” 3 1 38.00 
7 Duct or Chimney 10” 5 1 21.00 
TL Duct or Chimney 10” 5 1 23.00 
PHIL RICH MFG. CO., INC. 240) San Jacinta 
Houston, Texas 
12-25 DS 12’ 4 1 $29.95 e 
14-21 Ds 14” 4 1 32.50 
16-17 DS 16” 4 1 34.90 
10-22 DS 10” 4 1 19.95 
Broadway 
SIGNAL ELECTRIC MFG. CO. venom ta) 
oe 562 DO 10” 4 1 $19.70° 
P562 PO 10” + 1 29.70° 
361 DO Sag 4 3 28.25° 
1251 DO 16” 4 3 39.90 
P1251 PO 16” 4 3 56.70° 
ROBBINS & MYERS, INC. Springtield, Ohio CF-24 PS 14” 3 3 140° 
V-105 . 10” 4 1or3 19.95 
BIOA6-0 B0-DO 10” 4 1 $16.25" v.59 Vv 10” 4 lor} 12.60° 
B12A6-0 BO-DO 12” ’ 2 26.95° = ¥-512 ¥ 12” 4 lor3 16.80° 
BI6A6-0 B0-DO 16” 4 2 39.95° = -v-516 y 16” 4 lor} 25.20° 
DI0A6-0 BO-DO 10 4 1 24.35* = -y-312 EX 12” 6 lor} 31.50° 
D12A6-0 BO-DO 12” 4 3 39.95* = y-316 EX 16” 6 lor3 48.30° 
DI6A6-0 B0-DO 16” 4 3 49.25° y-.318 EX 18” 6 lor3 57.15¢ 
BDIOAG-OP PO 10” 4 1 375° y-124 EX 24” 6 lor2 —174.30° 
BD12A6-OP PO 12” 4 3 51.75° *Inclading Tax. 
BDI6A6-OP PO 16” 4 3 61.25" 
5033SP-5 v 8” + 1 20.00° 
E10A6-VSP wy 10” 4 1 26.35° 
E12A6-VS v 12” 4 1 32.65° te 
E16A6-VS v 16” 4 1 35.80° 
H24A6-P wy 24” 5 3 114.14° 
H24A6-VS wy 24” 5 3 $4.81" 
— SF pd ; : a0, FA. SMITH MFG. CO., INC. ae 
36M AV 36” 4 1 135.20 
42M AV 42” 4 1 170.35 163 DO 16” 4 3 $39.95 
48M AY 48” 4 1 730.00 165 PO 16” 4 3 59.95 
*Includes Tax. 121 DO 12” 4 1 23.95 
128 DO 12” 4 3 29.95 
101 DO 10” ’ 1 19.95 
103 DO 10” 4 1 14.95 
. 844 K 8” 4 24.95 
845 K 8” ‘ 24.95 
846 K 8” 4 24.95 
ao K 10” 4 pe 
104 K 10” 4 95 
SAMSON UNITED CORP. Rochester 10.N.Y.  5'n, x Hd } 18s 
, P-1231 EX 12’ a 22. 
1046-N po 10” 4 1 $21.95° . 
1244-N Do 12" ‘ 2 ae fon 7 -s 7 es 
*Inclades Tax ; . 
’ P-2231 EX 22 a 4.95 
e . 
SECO-LITE MFG. CO. dais Easton Ave. YE. SPROUSE COMPANY, INC Columb, Indlana 
” AM-3025 AV 30” 4 1 
wisd wy 18 t 2 $59.95 * 
3648 AV-V-WaV 36” ‘ ma Soe . 7 : : 
424C AV-V-WaV¥ 42” 4 1 146.00 AM-3633 AV 6” 4 , 
4A AV-V-Wa¥ 30” 4 1 104.50 AM-4233 AY 42” 4 1 
4840 AV-V¥-WaV¥ 48” 4 1 199.00 SKWY 10 wy 10” 4 ? 
244A AV-V-Wav 24” 4 1 91.90 Sw 4 wy 24” B ? 
SMC AV-V-Wa¥ 30” 4 1 117.30 § : 4 Floor Cirealater 24” 5 ? 
34D AV-V-Wav 36” ‘ 1 167.29 SWV-FM-2 — 2. 
” SKV-1 K 1 12 1 
424E AV-V-WaV 42 4 1 209.10 (Blower) 
2448 AV-V-WaV¥ 24” 4 1 96.80 SKV-IR » 2 
484E AV-Y-Wa¥ 48 4 1 220.88 (Blower) 
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No. of List 
Speeds Price 


Size of No. of 
Blades Blades 


Type 
(See Key) 


3205-9 E. Washington St. 
indianapolis 1, Indiana 


C-K-Wa¥ 10 1 $44.50 
Centrifugal Type 


STEWART MANUFACTURING CO. 
Kitchen- Aire 


0. A. SUTTON CORPORATION 1812 W. Second St. 


Wichita, Kansas 
12D1 DS 12’ 3 3 $62.95 
1001 DS 10’ 3 3 52.45 
12P1 PS 12” 3 3 83.95 
16PB1 PS 16” 3 1 147.00 
16PAl PS 16” 3 1 147.00 
18C1 DS ar 3 2 24.95 

= 
TENNESSEE VALLEY ASSOCIATES, INC, 117 Ninth Ave. W. 
Nashville 3, Tenn. 
302-M STAKOOL AV 30” . 1 $104.50 
362-M STAKOOL AV 3” Jor4 1 120.75 
420-3 STAKOOL AV 42” 1 1 159.50 
480-2 STAKOOL AV 48” 4 1 215.00 
te 
F 5725 S. Main St. 
TRADE-WIND MOTOR FANS, INC. 1 aS eee 
10 AW (Air-Wave) EX 10” 4 1 $35.75° 
12 AW EX 12” 4 1 38.50° 
14 AW EX 14” 4 1 44.00- 
16 AW EX 16” 4 1 79.15* 
18 AW EX 18” 4 1 88.00° 
20 AW EX 20” 4 1 110.00° 
24 AW EX 24” 4 1 165.00- 
30 AW EX 30” 3 1 203.50° 
6-AW-BB EX 6” 4 1 14.03- 
8-AW-BB EX 8” 5 1 16.50° 
10-AW-BB EX 10” 5 1 22.00: 
13018-14018 K (centrifugal wheel 1 or 2 33.75°* 
blower ) 5x3” 
2501 B (Dual Bir.) K-DO 2-412 1 60.00- - 
1311-B-1411B K 5x3” lor2 49.50: ° 
25118 K 2-412 1 15.00: * 
Note—-All Direct connected exhaust fans include Federal Excise Tax. 
**No Excise tax required. 
= 
UNIVERSAL BLOWER CO. Birmingham, Mich 
wov wy 10” 4 1 $26.00 
CNY K 8” 5 1 28.00 
KNY-8 K 8’ 5 1 36.06 
KNY-10 K 10” 4 1 39.00 
C-SD K 8" 5 1 58.00 
SD K 8” 5 1 70.00 
AF AV 36" 4 } 95.00 
e 
VALLEY FAN MFG. CO Fort Valley, Ga. 
A24-6 AV 24” 4 1 $95.00 
A30-4 AV 30” 4 1 105.08 
A36-4 AV 36” 4 1 125.00 
A42-3 AV 42” 4 1 150 00 
A4§-2 AV 48” 4 j 200.00 
96h 
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Type ‘Size of to. of 3 No. of 





Cat. No. (See Key) Blades Blades Speeds Price 
VICTOR ELECTRIC PRODUCTS, INC. Cincinnati 9, Ohia 
F3127 DO-B0 12’ 4 3 $37.56 
F3167 DO-80 16” 4 3 44.95 
F1107 DO-80 10” 4 1 21.50 
F3127P PO 12” 4 3 49.95 
F3166P PO 16” 4 3 59.95 
FI106P PO 10” 4 1 29.95 
V1106 K-WaV 10” 4 1 36.05 
v186 K-WaV¥ 8” 4 1 25.10 
¥S30U K-WaV 10 4 1 31.25 
VSSOU K-C 10” 4 1 36.05 
A2226 PS a 3 2 84.50 
¥$221 EX 16” 4 1 29.95 
EX1127 EX 12” 4 1 22.85 
vS219 EX 10” 4 1 17.95 

* 
WASH CO., INC. Danville, II. 
1 Hot or Cold 12” 3 3 $75.00 
Circulators 
2 Fan Circulator 12” 3 3 65.00 
* 
W. W. WELCH CO 700 Glenn Building 

— Cincinnati 2, Ohio 
Model No. 11 0 sg 4 3 $44.95 
Model No. 12 0 12” 4 3 44.95 
Model No. 10 0 12” 4 3 40.70 
Model No. 30 0 x 4 3 44.95 
Model No. 50 wy 20” 3 3 59.95 

a 
WESTINGHOUSE ELECTRIC CORP. __653 Page Blvd. 
Springfield 2, Mass. 
10PA BO 10” 4 1 $24.95 
10LA DO 10” 4 2 13.95 
12PA 12” 4 2 39.95 
12LA 12” 4 3 26.95 
16PA 16” 4 3 49.95 
16SD 16” 4 3 39.95 
10PAP PO 10” 4 1 34.95 
12PAP 12” 4 3 54.95 
1GPAP 16” 4 3 64.95 
24CB3 C 24” 4 2 89.95 
24A3 (oscillating ) O(aircirculator) 24” 4 2 114.95 
24BN3 (non-oscillating ) 24” 4 2 84.95 
10WB K 10” 3 1 39.95 
16MA 0 16” 4 2 69.95 

ob 


531 St. Joseph St. 
New Orleans 13, La. 


WIND-WAY FAN & VENTILATOR CO. 


GFT 304 wy 30” 4 1 
300 AY 30” + 1 
360 AV 36” 4 1 
EX 4 1 
v 1 
0 1 
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Wholesaler Uses 50th Anniversary 


To Build Prestige and Goodwill 


Ever alert Karr Parker, 
president of the Buffalo 
Electric Co., Inc., effec- 
tively uses his company’s 
half-century of service in 
the electrical wholesaling 
industry as the basis for a 
“bang-up”’ sales - building 
promotion and sets an ex- 
cellent example for other 


wholesalers to follow 





PRESIDENT Karr Parker of Buffalo Electric Co., Inc., cuts the birthday cake at the 


employees dinner climaxing the company’s fiftieth anniversary celebration, 





IFTY highly successful years 

of service in the electrical 

wholesaling field, keeping con- 
stantly in step with the revolution- 
ary advances of the electrical indus- 
try is the record established and 
recently celebrated by the Buffalo 
Electric Co., Inc. 

Outstanding has been the success 
story of this company in its first 
fifty years of operation and out- 
standing was its use of this anni- 
versary to impress its importance 
and service in the industry upon its 
employees, customers and suppliers, 


with particular emphasis on the ex- 
pansion of company facilities to keep 
pace with the demand. 

Many wholesalers are prone to 
regard occasions of this kind merely 
as another milestone in the opera- 
tion of their businesses and let it 
pass without any particular fanfare. 
This is a serious oversight, how- 
ever, for much valuable promotion 
can be based upon such events to 
build employee and customer good- 
will and add to the company’s pres- 
tige. 

The purpose of adequately cele- 
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brating an event such as this is aptly 
summed up by Mr. Karr Parker, 
president of the Buffalo Electric 
Co., in these words, “...the public- 
ity given a concern at this time is 
of utmost value in prestige and good 
will with the customer. It. is an 
évidence of reliability and fair deal- 


” 


ing. 


Employees Play a Major Role 


Company-wise the occasion of the 
anniversary furnished the Buffalo 
Electric Co. with an ideal opportu- 
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The march of progress in the 
‘tric industry has just started, 
president of the 
Niagara Electric Corp., 
.c “! approximately 250 employes 
so- ° Buffalo Electric Co., Inc., 
on company’s 50th anniversary 
in © last night in Hotel Statler. 
' Karr 
and the Buffalo Electric 


its progress during the 
_f-century was paid by 
id other leaders of the 








nity to pay tribute to its employees, 
to review the history of the com- 
pany for them and to iterate the 
importance of the part that they 
have played and will continue to 
play in the growth of the organiza- 
tion. The benefits available by the 
company to the employees including 
the pension trust fund, a profit 
sharing plan, a bonus plan and 
group insurance were also reviewed. 

High spot of the anniversary 
celebration for employees was thé 
dinner held at the Hotel Statler in 
Buffalo. At this time outside speak- 
ers representing the company’s cus- 
tomers and suppliers presented their 
respective views of the organiza- 
tion, service awards were made and 
the place of the employee in the 
future of the electrical industry fore- 
cast. Each employee subsequently 





xy that the use of elec- 
increased both in the 
ral areas in the w--+ 


AN EVENT ef this type lends 
itself to priceless publicity pro- 
vided the pablicity is effectively 
prepared. 


1898-1948 








ESSENTIAL parts of Buffalo Electric Company's overall pro- 


motion program for their fiftieth anniversary were the 4-color 


hrochure (left) 


right 


our 
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ANNIVERSARY 
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for 


featured in local publications. 


general distribution and advertisement 








98 





ELECTRICAL 






WHOLESALING — March, 1948 




















IN APPRECIATION of 50 years of service with Buffalo 
Electric Co., William J. Egloff (right) receives a check from 
Karr Parker. 


received a group photo and souvenir 
program of the occasion, 


Selling the Company to the Consumer 

The importance of rendering the 
customer satisfactory service at all 
times is one of the foundation stones 
upon which Buffalo Electric’s half- 
century of growth is based and each 
employee is thoroughly indoctri- 
nated in this, 

The company firmly believes that 
if the service is successful the cus- 
tomer will come back regularly and 
to emphasize its half-century of 
strict adherence to this, an attractive 
four-color booklet entitled: “Our 
First Fifty Years” was prepared 
and widely distributed. 

This booklet dealt with the his- 
tory of the company from the time 
of its founding in 1898 with only 
twelve employees to its present size 
with five-hundred employees oper- 
ating in the seven buildings now 
owned and occupied. 

The booklet presented briefly the 
complete services rendered by the 
company and a partial list of its 
customers; this latter point being 
extremely important since some of 
Buffalo Electric’s clients have been 
doing business with the company 
for the entire fifty years of its ex- 
istence. Included also was a letter 
of appreciation from, Mr. Parker 
to the employees and customers of 
the company for their loyal support 
throughout the years. 

In addition advertisements were 
run in local publication and full pub- 
licity released to newspapers cover- 
ing the history of the company, the 


Parker. 





EACH person attending 
received a souvenir pro- 
gram booklet attractively 
printed in gold. 


events leading up to the anniversary 
and the plans and program of the 
company itself in celebrating the 
event. 

All in all the Buffalo Electric 
Company devised and carried a 
well-planned and complete promo- 
tional program that overlooked no 
detail to make it fully effective. As 
such it accomplished the purpose of 
more strongly cementing goodwill 
between the company and its em- 
ployees and between the company 
and its customers without which 
relationships no business can hope 
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EXECUTIWVES at the event were (I. to r.): C. Schwab, v.p.; 
H. McCarthy, sec.; W. Clark, treas.; R. Harper, v.p.; and Mr. 


to reach 


anv amount of success, 

Such a program can do much in 
building prestige and sales and serve 
to supplement the efforts of the 
wholesaler sufficiently wise to fully 
grasp the importance of the event 
and aggressive enough to capitalize 
on it. 

Other wholesalers faced with the 
same or similar opportunity will do 
well to follow the strategy of the 
Buffalo Electric Company in using 
important company events as a val- 
uable basis for sales-building pro- 
motion. 
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IVORY and BROWN 


AN ALITY TOGGLE SWITCH RUD 
EQUIPMENT ——— 


designed for 
easier wiring 
quicker installation 


IVORY ond BROWN bE _ Em IVORY ong BROWN 
“T" Slot N | ’ Parallel Slot 


DUPLEX OUTLET Witiiieee . 3a DUPLEX OUTLET 


No.132 10A-250V 15A-125V 
LIST PRICES: No.112 10A-250V 15A-125V 


Brown, $340 per 1,000 : . LIST PRICES: 

Ivory, $380 per 1,000 iC _ Ne Brown, $300 per 1,000 

(Shipping weight approx. ir Ivory, $340 per 1,000 
170 Ibs. per 1,000) XS 


_ Strong, heavy molded plastic 
Double-sided contacts wim secure grip ORDERS 
Wide plaster ears permit easy alignment SHIPPED 


Large, well recessed terminal screws IMMEDIATELY 
amply large for No. 10 wire WRITE FOR 


Guiding grooves on outlets for easy plug insertion SAMPLES AND 
. , PRICE LISTS 

Triple tested — during assembly, on U.L. We sately abel 

approved equipment, and before packing a Ss 


Guaranteed 


ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street © Phone TRinity 0851 © Los Angeles 12, California 


Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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IVORY and BROWN 


FLUSH PLATES 








FOR EVERY NEED! 























No. 140 





First quality heavy plastic — will 
not warp. 


se * 


Engineered to prevent 
when installing. 


splits 


Each plate packaged in an indi- 
vidual envelope complete with 
METAL screws. 


One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 

LIST PRICES PER 1,000: 


Singles: Brown $ 84; Ivory $100 
Doubles: Brown $168; Ivory $200 
Triples: Brown $252; Ivory $300 
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(Continued from page 61) 


son, manager of sales promotion aud sales 
training; Leonard T. Griffin, dealer prod- 
uct service training; Charles M, Fisher, 
sales, traffic appliance division; Donald 
P. Lawrence, order service and ex- 
pediter; Walter Van Guysling, district 
sales manager, major appliances; Ken 
Boynton, apartment house, contractor and 
building specialist. 


EXAMINING new equipment during 
the dealer meeting sponsored by A. 
Wayne Merriam, Inc., Albany, N. Y., 
are: Left to right, Gene Lamkins, 
Central Appliance Co., Albany; B. W. 
Stryker, sales manager, A. Wayne Mer- 
riam, Inc.; J. E, Craig, John G. Myers 
Co., Albany. 





Monthly Stock Sheets 
Aid WESCO Salesmen 


SALT LAKE CITY—The branch of 
the Westinghouse Electric Supply Co. 
in this city is issuing monthly stock 
reports to its salesmen in order to keep 
them informed of exactly what they 
have to sell and to save them the trouble 
if checking and cross-checking on the 
tatus of certain stocks. 

The mineographed stock sheets cover 
the company’s catalog by sections and 
brings together major lines and_ their 
associated products. When quoting a 
price on any item in the catalog, a 
\WESCO Salt Lake City salesman merely 
turns to the proper stock sheets in his 
price book to learn thé status of a stock 
as of 30 days ago at most. 

In addition, a salesman of this branch 
office receives stock reports during the 
month pertaining to the status of certain 
critical items. These figures he enters 
on his monthly stock sheets. Thus, in 






























His prospect was continually having 
fuses blow and shut off his power. The 
manufacturer's loss from idled men and 
machines was terrific. 












Jim explained how Pierce Fuses never 
blow unnecessarily at low overloads, 
because they have Balanced Lag — 
more lag where it’s needed. 














“Put Pierce Fuses in your circuit, and 
you'll see an end to your problem”, Jim 
























told him. He followed this suggestion. 
Next time Jim called, he was all smiles. 
Pierce Fuses had maintained produc- 
tion. 


The Pierce Line sure backs a salesman 
up with performance 


The Pierce Balanced Lag Link working 
in a fuse air-cooled by ‘Screen Ventila- 
tion” not only stops unnecessary blow- 
ing, but never fails to blow when there 
is danger from shorts or grounds. It’s 
stronger by far, due to the Pierce 
Tubular-Bridge principle and rugged 
construction throughout. 


Write for further information. 


















BUILT TO R.E. A. SPECIFICATIONS 





TOGGLE SWITCHES, T-RATED —10 Amp., 


T; 5 Amp, 250V. Single pcle 
Caialog No. 400. Three way, C 
In ivory, Catalog Nos. 
Dimensions: 14,” long, 7%” 


Small, compact body, for easv 


DUPL"X [=CEPTACLE 
10 Amps-250V. § 
Catalog No. 300. 


Phosphor bronze contacts for durability. 


490-1 


KEYLESS CEILING RECEPTACLES—WHITE PLASTIC— 
Catalog Nos. 275-3, 275-4. 660V-600V. For 
314” and 4” round boxes. Extra 1)” over- 
size design permits safety margin for instal- 
lation. Rigid terminals—large binding head 
screws will take No. 10 copper wire. Light 
weight; advantage in shipping and han- 
dling. Not subject to mechanical stresses 
found in porcelain. Breakage reduced to 
minimum. Washer head screws furnished 
for quick mounting. 


125V, as 
brown bakelite, ‘ 
atalog No. 403. : 
403-1. Cup 
wide, 1” deep. 
wiring. 


“T” $sLtoT—15 Amps-125V; 
ide wired, brown bakelite, 
Ivory Catalog No. 300-. 





UILT with rigid adherence to the specifications of the 


Rural Electrification Administration, where they apply, 


these Slater Lifetime wiring devices admirably fulfill the 


requirements of the program to electrify rural homes. 


These lifetime devices are engineered and produced for 


long-term service under heavy usage. Individual packing 


minimizes stock loss for wholesalers, contractors and dealers. 


Distributed only through wholesalers. 


All items are listed and approved by Underwriters’ Laboratories, Inc, 
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able t 
inventory i 


items, he is 
stock 


all times. 


respect to certain 


have an up-to-date 
his hands at 
It is reported that this procedure i 


neither expensive nor complicated. Thi 


various items and figures are take: 
directly from the inventory cardex sys 
tem. Production of the stock sheets 1 


handled I 


y office personnel and equipment 


G. E. Lamp Dept. Chooses 
Ohio Site For New Plant 


The purchase of about 26 acres as a 


ite for a fluorescent lamp factory situ 
ated southeast of Circleville, Ohio, just 
beyond the city limits, was announced re- 
Lamp Department of the 
General Electric 

C. L. Olson, representing the 


manufacturing division, 


cently by the 
Company. 

lam] 
said that present 
construction of thx 
1948, and for 
manufacturing production to start by the 
end of the 


upset by 


plans call tor the 
factory to start in January, 


schedule is 
avail- 
ibility of steel, construction materials, or 
equipment. 

At present the General Electric Comp- 
pany 1s factory 
having between 150,000 and 200,- 
O00 Sq. ft. of 
Mr. Olson 


story office 


year unless the 


complications affecting 


planning a_ one-story 
building 
floor according to 
a two- 


building in front af the fac- 


space, 
There also will be 
tory. Included in the construction plans 
are a parking lot and a cafeteria for 
cmployees. 

Value of the new plant and its ma- 
chinery and equipment has been estimated 
at $2,500,060. The Norfolk & Western 
build a spur to the new 
factory construction contract 
awarded to the Steinle-Wolife 
Company of Fremont, Ohio. 


Railway will 
plant. The 


: 
has been 


Wholesalers Participate 
In Hartford Radio Drive 


HARTFORD, CONN. — Electrical 

wholesalers and retailers in the trading 
area here staged a special showing of 
1948 radio models between February 25 
and March 6 in the “Test Saturation 
Campaign” of the Radio Manufacturers 
Association. 
200 stores in Hartford supported 
the test which was held in an effort to 
tap new markets for radio receivers. Ap- 
proximately 50 major window displays 
tied in with the campaign’s two-punch 
theme, “A Radio in Every Room—A 
Radio for Everyone.” 

Plans for the two-week exhibit were 
formulated by Hartford radio distribu- 
tors at a meeting held here at the Hotel 


Some 
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Bond. J. Donald Cohon, general manager 
of the electrical 
Stern & Co., Inc., was chairman of the 


wholesaling firm of 


general planning committee for the spe- 
cial showing. 

Members of the general planning com- 
mittee were: James F. Smith, Stern & 
Co.; Sam Roskin, Nate Solomon and 
S. A. Kelsey, Roskin Distributors; Ed- 
ward Sarnoff, Radio & Appliance Dis- 
tributors, Inc.; Wm. C. Lanhen, Delco 
Electric Co.; and Carl K. Nickell, H. M 
Tower Corp., New Haven, Conn. 

Also included in the general planning 
committee membership were: Paul Me- 
Laughlin, B. H. Spinney Co., Springfield, 
Mass.; R. J. Flanagan, Motorola, Inc.; 
W. B. McGill, Westinghouse; Benjamin 
Gross and George Bart, Gross Distribu- 
tors, Inc., N. Y. C.; and W. E. Macke, 
Zenith. 


Carolina Plastics Appoints 
New Sales Representative 


MT. AIRY, N. C.—The appointment 
of the P."T. Bradley Co., of Philadelphia 
and Washington, as sales representative 
for the Carolina Industrial Plastics Corp., 
of this city, was announced recently by 
the plastics firm’s president, R. N. Bon- 
nett. 

The P. T. Bradley Co. will handle 
Carolina Industrial Plastics Corp.’s en- 
tire line of thermoplastic insulated wire. 


Its territory will include southern New 


Maryland, Dela- 


Jersey, Pennsylvania, 
ware, northern Virginia and the District 
of Columbia. 











Merry tom 


When de mis'ry comes a crecping, 

And de feet starts to squeaking, 

And de pore head goes swimming ‘round; 
Don't let dem details get you down! 


Soak dem sore dogs in hot water, 
Study selling as you ought-er, 
Then start burning up dem feet, 
’Till yo’ sales just can't be beat! 
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Turn to 


KNIGHT 
For Smart Ways 
Out of 
Tough Spots 


¢ 





Licks a 
Tough Spot in 
Rockefeller Center 


\ Eastern Airlines 
See _ 6)" ; ~_ Bldg. 


KNIGHT Case History No. 1040 


Lord Electric Company. famous electrical contractors, chose 
Knight Patented Concrete Outlet Boxes because other types 
of concrete boxes would change shape after the form was 



































withdrawn, slowing down rapid progress on the Eastern 
Airlines Building of Rockefeller Center. Knight Patented Con- 
crete Outlet Boxes turned the trick! Installations remained 
permanently secure — permitting big savings in time, labor 
and materials. These gains were a result of Knight reinforced 
construction consisting of two pieces lapped over and riveted 
together in the central portion of the outlet box—an exclusive 
Knight feature. Another problem was excessive pipe-bending 
due to the intricate conduit systems involved. Knight scored 
again with its patented Hung Ceiling Box. Completely adjust- 
able, the Knight Hung Ceiling Box was installed quickly and 
conveniently — locked in position by a slight spreading of 
the mounting bars. Sizeable gains again resulted and the job 





was completed more quickly with less effort — at lower cost. 





No wonder so many electrical contractors, such as 
the Lord Electric Company, and electrical engineers 


turn to Knight for smart ways 
out of tough spots! 












INTRODUCING 


THE FIRST 


orlable 


ll- E lechic 


HOUSEHOLD APPLIANCE 
and REMINDER TIMER 


{UHI 


HH 


CRlechion 
MOTORED 


The Paragon TIME-AID 


Another Paragon "'First'’! 


TIME-AID ... designed for better, 


more convenient living in the home. Accurately controls sun- 
lamps .... radios ... heating pads ... fans ... any appliance 
that can be plugged into an electrical outlet Easy-to-operate! 
TIME-AID shuts off appliances automatically after the pre-set 


time. When used as a reminder timer a pleasant-sounding buz- 
zer signals elapsed time accurately in minutes. TIME-AID does 
both, too .... shuts off electrical appliances and signals com- 


pletion of elapsed time. 


Invaluable, too, for professional men in clinics, dental offices 
and laboratories. A real traffic and profit-producing item. 
Write today for the complete TIME-AID sales story. 


waar TT ME- ALD bors: 


py Shuts off any electrical appliance 
O eet after preset time. 


Signals time accurately in minutes 
with pleasant-sounding buzzer. 


Does BOTH ... shuts off electrical 
appliance and signals completion 
of elapsed time. 


Tl M ) Pe Al l) FEATURES: 


W All electric ... no springs to break 

® Modern, non-breakable case 

py 3 Finishes: Maroon with White, 
White with Red or Blue. 


py Compact ... fits in the palm of 
your hand. 


W Times accurately in minutes to one 
hour 


Liberal Trade Discounts Apply 


1630 TWELFTH ST. 


Two RIVERS, WISCONSIN 


MANUFACTURERS OF ELECTRICAL EQUIPMENT SINCE 1905 





WILLIAM H. KAISER, New Eng- 
land district manager of the General 
Electric Supply Corp., recently was 
elected president of the Electric In- 
stitute of Boston. In this position, he 
succeeds Alan Steinert. Active in the 
electrical wholesaling industry for 35 
years, Mr. Kaiser for some time has 
served as a director of N. E. W. A. 
Fabian Bachrach photo. 





Sound Equipment 
Displayed By Ridley’s 

TULSA — Ridley’s, Inc., electrical 
wholesaling firm of this city, demon- 
strated sound, inter-communication and 
visual education equipment at a recent 
two-day convention held here by the Okla- 
homa Education Association, according to 
D. M. Spinks, sales manager. 

Sound specialists for the past 14 years, 
Ridley’s, Inc., distributes sound equip- 
ment in 28 counties in the eastern half 
of Oklahoma and parts of Arkansas. It 
is reported that the firm has made over 
80 percent of the sound and intercome 
munication installations in Tulsa and sur- 
rounding counties. A staff of sound engi- 
neers and an installation crew is main- 
tained by the company to provide com- 
plete maintenance service, 


Westinghouse To Produce 
Lamps In New Ark. Plant 


Lampmaking machinery was recently in- 
stalled and is now in operation at the 
newly-constructed Westinghouse plant in 
Litthe Rock, Ark., according to Frank A. 
Newcombe, manager. 

The new plant is a lamp assembly 
location, where parts manufactured in 
other Westinghouse factories will be as- 
sembled into sun, heat, mercury vapor, 
and photoflash lamps, and incandescent 
bulbs in the 15-watt through 200-watt 


7 > 
range 
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Wholesalers Sponsor 
Television Programs 


a ee eee USE Re RI EG rE L 
ver the two operating Los Angeles st 


ALL=-STEEL 
holesalers in southern California. Titled 


tions, KTLA and W6XAO, has been 
‘On the Town,” the program will be INDEN ® ER- ¥ YPE 


imnounced by the major television set 
eld five times a week under the auspice 


f the J. N. Ceazan Co., Dumont, Cen 
iry Distributing Co., General Electris FITTIN GS 8 
Supply Corp., Gough Industries, and th - 
eco s. Meyberg Co. 

Basic objective of the show is to pro- 
ide dealers with programs that are suit- 
le for demonstration purposes. In an 
fort to hit peak shopping hours the pro- 


ram is scheduled for 12:30 p.m 


Graybar Names Fohrman 
As Operating Manager 


ST. LOUIS—The appointment of E. 








If. Fohrman as operating manager of ys Cross Section 
the Graybar Electric Co. district here ' Showing 
: was announced recently by R. W. Kim-  * indentations. 
berlin, district manager. ‘ S 
Mr. Fohrman will have charge of all 
company service operations in this dis- 
trict, including branches at Memphis and 
Litthe Rock. Starting with Graybar in 
June 1935 as an assistant city counter 
l man here, Mr. Fohrman was made 
4 service = a OA® - ee oo 
sameaiaes age ae ond. 8 gees Select the best, insist on Briegel 
All Steel Fittings, the only approved 
Indenter type connectors and coup- 
lings for thin wall conduit tubing. 
; You will not only find that Briegel © 
7 indenter Fittings are easier and & 
t faster to use, but also make neater, a 
; stronger connections. Two Easy 
, Squeezes and they’re set. Start using 
” Briegel Fittings today. Have more 
; satisfied customers — more profits 
from each job. 
DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill.; Clayton Mark w 
& Co., Evanston, Ill.; Clifton Conduit Co., Jersey ro] 
City, N. J.; General Electric Co., Bridgeport, Conn.; 
The Steelduct Co., Youngstown, Ohio; Enameled 2 
Metals, Pittsburgh, Penn.; National Enameling & 
. Mfg. Co., Pittsburgh; Penn.; Canadian General 


Electric Company, Ltd. 


All B-M Fittings Carry the Underwriters 
Seal of Approval and Canadian Standards 
Ass'n Approval No. 8275. e 


NEATERe FASTE® 





E. R. KNAUFT recently was elected 
president of the F. D. Lawrence Elec- 
tric Co., Cincinnati, at that electrical 


wholesaling firm’s annual meeting. ERD 
ice eoaraomee § (3%) BRIEGEL METHOD TOOL CO 
. . 
: a 





include: E. T. Glaser, executive vice 
president; T. G. Nolloth, vice presi- 
} dent; Rosa G. Basler, treasurer; R. G. 
Jordan, secretary, and L. H. Willig, 
a director. 


sr GALVA, ILLINOIS 
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Wire and cable that will give even 
longer economical life. Bronco 60 with Neoprene 
jacket is made by our own exclusive process. 
The Neoprene jacket resists acid, alkali, oil, 
moisture, heat and sunlight. 


Always Send for new, 
Specify Complete Catalog 


WESTERN 


INSULATED WIRE CO. 
1001 East Sixty-Second St. 
Los Angeles 1, California 





















‘New District Created 
And Staffed By WESCO 

PITTSBURGH — The Westinghouse 
Electric Supply Co. recently announced 
the creation of a south Atlantic district 
with headquarters at 40 South Calvert 
Street, Baltimore, to supervise company 
operations in Maryland, Virginia and 
the District of Columbia. The territory 
formerly was covered by the middle At- 
lantic district, with offices in Philadelphia. 

Company branches at 3altimore, 
Washington, Richmond, Norfolk and 
Roanoke are included in the new district, 
which will be headed by C. R. Lee, for- 
merly manager of WESCO’s branch at 
New Orleans, La. 

Mr. Lee’s district executive staff will 
include S. N. Smart, appliance man- 
ager; L. G. Schrader, apparatus and sup- 
ply manager; C. W. Lorber, credit man- 
ager; D. W. Taylor, stores manager; 
and L. M. Berryman, service manager. 
J. W. Irwin, who is middle Atlantic dis- 
trict auditor, will also serve in this ca- 
pacity for the new district. Continuing 
as manager of the Baltimore branch will 
be J. T. Ridgeway. 

J. F. Meyers will remain as middle 
Atlantic district manager. Under his 
jurisdiction are branches at Philadelphia, 
Allentown, Reading, Williamsport, York 
and Wilmington. 


Proctor to Make Availablé 
New, Low-Priced Flatiron 


NEW YORK—A_ new automatic 
electric flatiron, priced to sell “below $10,” 
including federal excise tax, is the Proc- 
tor Electric Company’s answer to the 
challenge of inflation, according to Robert 
M. Oliver, vice president. The company 
announced that the new iron would be 
available to wholesalers about April 15, 
the date when shipments are scheduled 
to start. 








ner 
>. 


REPORTED to be the largest of its 
type in the world is this 1,000,000 /b., 
6,800 Ap. electric locomotive. The 
first of four locomotives built by the 
General Electric Co. for the Virginian 
Railway Co., it will be used mainly for 
heavy coal-haulage operations. 
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WILLIAM E. WILSON recently was 
appointed vice president in charge of 
sales of the Acme Electric Corp., 
transformer and battery charger manu- 
facturer of Cuba, N. Y. For the 
past three years, Mr. Wilson has served 
as sales manager of the company. 





D. W. May Corporation 
Holds Meetings for Dealers 


NEW YORK—The D. W. May Cor- 
poration, an electrical wholesaling firm 
in this city, recently conducted a_ series 
of dinner meetings in the New York- 
New Jersey area to demonstrate and 
discuss merchandise plans for the Filter 
Queen Bagless Vacuum Cleaner. 

Meetings were held for the company's 
dealers in’ Trenton, Newark, Asbury 
Park, Elizabeth, Paterson, White Plains 
and all New York City boroughs. Jack 
Urove, eastern sales manager for the 
| Health-Mor Company, was the principal 


speaker. 
The dealer meetings will be followed 
| up with intensive sales training sessions 


for-the dealer sales personnel, the D. W. 
May Corporation said. 


NEWA Group To Study 
N. Y. Video Problems 


NEW YORK—The distributor’s prob- 
lems with reference to the installation 
and servicing of television receivers in 
the Metropolitan New York area will 
be the subject of a study to be made by 
a sub-committee of its Service and Re- 
nair Parts Committee, the National 
Electric Wholesalers Association an- 
nounced recently. 

Among the questions to be considered 

the sub-committee are: (1) What 
principal difficulties have been encoun- 
tered in television receiver installations? 
(2) Is installation and servicing done 
by a servicing dealer or an_ outside 
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“Now, children,” said the teacher, “how can those five apples 
be equally divided among the six children?” 


Little Willie, struck by a brilliant idea, raised his 
hand, and at a nod from the teacher said: 


“My Mom would make applesauce and divide that.” 
e 


This, we admit, is an o!d gag but it reflects the “way out” 
some manufacturers are taking in these days of shortages. They 
are dishing out “applesauce” to some of their customers in order 
to meet the demands of others. 


But the applesauce they are dishing out is sure to leave a 
bad taste in the mouths of those whose business may sometime 
be considered worth while. 


Steel City Electric Company pondered this thought early in 
the shortage era—before markets became black, gray or even 
tinted, and it decided upon, and has maintained, a policy of 
dividing its products fairly with all of its customers, large and 
small, and at prices in line with production costs. 


No “applesauce” is ever cooked up ct Steel City for little 
customers, for litt!e customers sometimes become big customers 
when given an even break. And, should some never grow up— 
or even fall by the wayside, as did a customer whose last 
paragraph of a letter we quote below—their friendship may 
prove of great value at some future time: 


“My reason for writing you and tell'ng you my troubles 
is prompted by the fact that you were one of a few 
who helped make our short stay in the electrical 
business a little more enjoyable. I want you to know 
that I really enjoyed doing business with you, and I 
want to thank you for all your past favors tc me.” 







You do make a friend when you recommend 
the products and policies of— 





tee 8 A 


Sanaa 









































Malleable Iron means a faster- 
Selling fitting every time! 


ASK THE CONTRACTOR! Better ‘ 
jobs done quicker mean more money \ 
to the electrician. That’s why GED- \ 
NEY Fittings sell faster — they are \ 
made of high grade malleable iron, 
have a smooth rust-proof finish, and 
are cleanly and accurately threaded. 
Furthermore, every GEDNEY Fitting 
is carefully inspected, then packaged 
in easy-to-spot cartons — No guess- 
work, no lost time. 






CONDUIT NIPPLES 
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EMT SERVICE CAPS 
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CONDUIT COUPLINGS 
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EMT BODIES 





THREADED 
CONDUIT BODIES 


WATERTIGHT 
BOX CONNECTORS 
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ANGLE 
CONDUIT INSULETS 
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EMT 
CONDUIT BODIES 
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CORD GRIPS & 
PVX CONNECTORS 
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GROUND FITTINGS SQUEEZE CONNECTORS ELBOW CONNECTORS 
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WRITE FOR THE 62-PAGE GEDNEY CATALOG! 


Every GEDNEY item clearly in- 
dexed with every size and type for Y 
your stock. A complete manual ex- \ 
pressly prepared to save hours of 
time in ordering Your copy will be 

, mailed on request on your company 
-* letterhead—send for it today. } 


GEDNEY ELECTRIC CO. @ / 


RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 
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agency ? (3) What mileage area is cover- 
ered by television transmicters? (4) 
Within what areas is service to users 
available, and what record forms are 


| maintained ? 


To seek the answers to these ques- 


| tions, J. A. Vassar, chairman of the 





nian nn dianslisaeiiae. 





_ FOUNDRY, FACTORY & SHIPPING POINT: TERRYVILLE, CONN. i 
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Service and Repair Parts Committee, an- 
nounced the following sub-committee had 
been appointed: Phil Ingraham, Times 
Appliance Co., New York; Chester Cra- 
ven, D. W. May Corp., New York; E. 
Anthony, General Electric Supply Corp., 
New York; and William Mackey, West- 
inghouse Electric Supply Co., Newark, 
N. J. 


Cutler-Hammer Moves 
San Francisco Office 


MILWAUKEE — Cutler - Hammer, 
Inc., electrical manufacturer with head- 
quarters in this city, recently announced 
the move of its San Francisco sales office 
and manufacturing plant to new and ex- 
panded quarters at 2130 Third Street in 
San Francisco. Improved sales, manu- 
facturing and distributing facilities are 
the advantages obtained at the new loca- 
tion, according to the company. In charge 
of the office is J. M. Cook, San Francisco 
district sales manager. 








SHOTS of before (top) and after (be- 
low) installation of a plastic magnify- 
ing lens, manufactured by the E. L. 
Cournand Co. of New York, demon. 
Strate how this new video accesso 
can enlarge the screen area of snc {! 
television receivers, 





- 


=f atrohe 


PRODUCTS 


-IALTIES 







GEORGE J. TAYLOR recently 
joined Day-Brite Lighting, Inc., of St. 
Louis, Mo., as supervisory sales engi- 
neer with headquarters in New York 
City. Well known in the electrical en- 
gineering field, Mr. Taylor previously 
was affiliated with the G. & W. Elec- 


“Bull Dog” 
Insulator Support 


“Bull Dog’’ Supports are safe 
and efficient for fastening 





tric Specialty Co., the Cooper-Hewitt porcelain or glass insulators 
p y 4 rp No. 280 Nozzle with to exposed steel framework. No. 470 “Latrobe” 
Co. and the General Electric Co. “ Four sizes, from 1” to 2"2”. : : 
No. 200 Cover Plate Pipe or Conduit Hanger 
10 Amp. i Made of highest grade malleable iron and 
Housing a4 re ae cadmium plated, the a Fe is a 
ion 3” i for hanging '2”, 34” and 1” pipe or condui 
po 7 a a to steel beams up to 3%” thick. No. 471 


for larger pipe. 


Fan Firm Names Donley “LATROBE”: QUICK TO INSTALL 


C/O. x. “Latrobe” Floor Boxes and Wiring Specialties are quickly and 
Vice President, Manager easily installed. They are durable and economical and give top- 
MEMPHIS—The Hunter Fan & Ven- flight, trouble-free service. 


tilating Co. of this city, manufacturer 
of fans for 62 years, appointed Harold 





B. Donley as vice president, general man- 
ager and a member of the board of direc- 
tors, according to a recent announcement 
by R. H. Peoples, president. 

With the Westinghouse Electric Corp. 


for 25 years, Mr. Donley progressively 


“Bull Dog” 
BX Cable Staples 


Millions of these high quality, de- 
pendable staples are now in use 
in every section of the United 
States. Packed in cartons, kegs 
or barrels, 





held managerial positions for 18 years 




















in the sales, fan, and appliance depart- > a No. 110 “Latrobe” 
ments of the company at Mansfield, Ohio. No. — Watertight Box 
He was then appointed general appliance Adiucahie ant wate wr os. : 
manager of the Westinghouse Electric Gaiohed goperete Boers, Fer and Bow pag ne ae Ry eg Be 
Supply Co. and was located at that large Adjusting Ring No. 215. ee ee ee 
company’s New York headquarters. Sold Only Through en Ee eee 

In 1944 when Westinghouse decided to Wholesalers 
re-enter the home radio field after 17 
years’ absence, Mr. Donley was made 
manager of the Radio Division and he 
led the oganization and establishment of 
the Home Radio Division’s manufactur- 
ing, engineering and sales activities at 
Sunbury, Pa. 

No. 284 Nozzle with No. 252-R Two Gang Box 

‘ " No. 200 Cover Plate This Two Gang Adjustable Box has our No. 

District Headquarters Neat. compacting and extremely, dur: Bie, pscoton, a, Bo, Saten, Sor Cover 


Transferred By WESCO with either '2” or 44” brass pipe extension, Flush Brass Plug. 


CINCINNATI—The west central dis- 
trict headquarters of the Westinghouse 


Electric Supply Co., which directs com- ‘ U [ LM A N M A N U FA C if U R | N G a @) 
pany operations in the southern half of . 
Ohio, southern Indiana and parts of Ken- 


tucky, recently was transferred from LATROBE ae PENNSYLVANIA 


Columbus to 2329 Gilbert Avenue in this 
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CANNON GLacTRIE 


Your Customers 
Wi hike this Whew 








me es ee ee ee TT 


Lavelyo Yih, Company 


IN ‘veep & BRITISH — 
CANNON ELECTRIC COMPANY, LTD. 


TORONTO 13, ONTARIO 


PATHFINDER 
b1GHT/ 


GREEN 


GREEN 
AMBL? 





CHOOSE FROM MANY 
COLORED LENS COM- 
BINATIONS for special col- 


or effects, directional lighting 
and marking: 360° narrow lens, 
and 180° split sections. Available 
in unbreakable polystyrene plas- 
tic in the following colors: crystal 
(standard), red, green, blue, and 
amber. Prisms throw light up- 
ward or downward as desired. 

nished except in spe- 


IT MUST BE SEEN! “fecu7 
ORDER a Sample for 





Riser conduit in as- 
sembly shown above 
is not regularly fur- 


your Showroom TODAY! 





Display this unique new Pathfinder Light, and 
your sales are assured. The Pathfinder is a pote 
item and sells wherever shown. 

Made in two parts: head light unit and canopy 
base with spike and outlet box. Finish is in alu- 
minum paint.. Specify 12-16 Volt or 115 Volt service. 

It will not replace bright lights or flood lights, 
but will give ample light for steps, roadways, paths, 
gardens, porches, docks, hotel grounds, institu- 
tions, parks, motor courts, restaurants and innu- 
merable other places. Write for Bulletin and prices. 


SPECIAL OFFER: We will send you a complete unit 
of the 115-Volt type with three color combination 
lens, and wire attached and 12-inch riser conduit, 
ready to plug into your light circuit for $10.95 (list). 


CANNON CONDUIT FITTINGS LISTED AS APPROVED 

BY UNDERWRITERS LABORATORIES. Shown at left 

are the CNT-1U Box connector (aluminum alloy 

with zinc clamp) having o.d. 5/32” to 21/32”, with 

reversible clamp. CF-1U for 1/2” flexible conduit, 

and CF-2U for 3/4”, diecast aluminum alloy. 
NEW LOW PRICES IN EFFECT 






CANNON 
ELECTRIC 





SINCE 1915 


3209 HUMBOLDT ST., LOS ANGELES 31, CALIF. 


WORLD EXPORT (excepting British Empire): 
fe) FRAZAR & HANSEN, 301 CLAY STREET 
SAN FRANCISCO 11, CALIFORNIA 
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city, according to an announcement by 
W. B. Meck, district manager. 

At the same time Mr. Meek reported 
that J. S. Stoddard, formerly manager 
of the WESCO branch at Evansville, 
Ind., has been named district apparatus 
and supply manager. He is succeeded at 
Evansville by C. E. Hoskinson. The new 
manager of the Columbus branch is J. A. 
O’Rourke and his appliance manager is 
W. E. Moore. 


Associations Train 


Electrical Salesmen 
Under the 
California Electrical Bureau and the Gas 


sponsorship of the Northern 


Appliance Society, a group of six con- 
ferences on appliance sales training were 
offered to wholesalers’ salesmen and re- 
tail appliance salesmen. Two-hour meet- 
ings starting in January were held once 
a week at the Western Merchandise Mart, 
San Francisco. The entitled 
Salesmanship,” was 


and their sales 


course, 
“Home 
offered free to all deale: 


Appliance 


personnel. 

In San Diego the Bureau of Radio 
and Electrical 
series of sales training classes under the 


Appliances held a similar 


supervision of Dan Turner. This, too, 
was a six-lesson course. Classes were 
held in the Electric Bidg., San Diego. 


At Fresno. Calif., t! 
Electric Appliance Society also sponsored 


e Fresno Gas and 
an appliance selling sales course consist 
ing of tive two-hour conferences. The 
State De- 
Bureau of Busi- 


course was conducted by the 
partment of 
ness Education, and had as_ instructor 
Rulon C. Van Wagenen, 


tributive education, Fresno Eyening High 


Education, 


director of dis- 


School. 








RECENTLY APPOINTED as assis- 
fant manager of construction mate- 
rials sales for the General Electric Co. 
was Albert J. Brock (left), formerly 
manager of the G. E. Home Bureau. 
Named to succeed Mr. Brock as home 


bureau manager was (right) I. P. 
Pruitt, who previously served as west- 
ern district manager of the General 
Electric Credit Corp. 


— March, 1948 

































INTRODUCTION of the “Saflex” 
low voltage light control was made re- 
cently at a sales meeting of the Squave 
D Company's western division. Ex- 
plaining the system is H. H. Zimmer- 
man, asst. sales manager. From left to 
right are branch managers: George 
Heborck, Mac McDonald, Thad Ste- 
vens, Ray Anson, Al Campbell, Ernie 
Walton, WVernie Storey and Earl 
Fulton, 





Pacific Wholesaler Holds 
Electric Range Clinie 
At the Van Hamm-Young Co., Ltd., 
Ilawati wholesaling concern, an electric 
range clinic was held recently demonstrat- 
the Frigidaire electric range for its 
dealers. The clinic was conducted by 
Miss Meeks, director of the Hawaiian 
Electric Company's home service depart- 
nt, who made actual cooking demon- 
trations on the range. After the meet- 
ng a drawing was staged in which hold- 
ers of the lucky numbers were presented 
with the dishes prepared during the clinic. 


Westinghouse Announces 
Improved Mercury Lamps 


PITTSBURGH—A 50 percent increase 
in the rated life of two quartz-type 
mercury vapor lamps for street and 
general lighting—the 250 watt C-H5 and 
the 400 watt E-Hl—was announced re- 
cently by the Lamp Division of the West- 
inghouse Electric Corp., Bloomfield, N. J. 

The company reported that these im- 
proved mercury vapor lamps, when 
burned for a period of 5 hours each time 
they are started, have a rated life of 
3,000 hours. This applies regardless of 
the position—vertical, horizontal or mid- 
way between—in which the lamp is 
burned. 

Higher arc pressures and pure quartz 
inner arc tubes combine to make these 
lamps extremely efficient, according to the 
company. It is reported that the C-H5 
delivers 40 lumens per watt and the E-H1 
delivers 50 lumens per watt. 
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PREFERRED 
BY LINEMEN 


Wherever there are linemen... what- 
ever the job—tough or routine— you'll 
find Klein Pliers. 

There’s good reason for this wide- 
spread preference that began when 
the electrical industry was in its in- 
fancy and has continued on through 
the years. 

Linemen know they can depend 
upon the quality and performance of 
Klein Pliers. Drop forged from the 
finest alloy steel, each pair is individ- 
ually tempered and tested—has the 
proper balance—just the right spring 
to the handles to minimize hand 
fatigue. A fitted hinge keeps jaws per- 
fectly aligned—the carefully matched 
knives cut swiftly, surely and stay 
keen for years. 

The complete Klein line includes 
pliers for every use. Your supplier will 
fill your order as quickly as possible. 










Ask Your Supplier 
Foreign Distributor: International Standard 
Electric Corp., New York 





A copy of the Klein Pocket 
Tool Guide, showing the 
Klein line and containing 
valuable tool information, 
will be sent on request. 






Since 1857 FAL, 



































— without a doubt 
— the finest line 
of flood-lighting units ever to bear 
the famous SILV-A-KING label. 
And for a company which has 
enjoyed the reputation that has 
been SILV-A-KING’S for over a 


quarter-century — that’s a lot. 





ISLAND 
LIGHT 


Life-time porcelain enamel 
Reflector. Cast aluminum support 
and top housing. Lamp mounted 
base up. All wiring encased. 






SPORT AREA 


Alzak aluminum floodlight. 
Calibrated for vertical and 
horizontal adjustments, 





SUPER SERVICE 


Life-time porcelain enamel floodlight. Cali- 
brated for vertical and horizontal adjust- 
ments. Enclosed wiring bracket illustrated. 





UNI-FLOOD 


Life-time porcelain enamel floodlight. Swivel 
joints for complete adjustments. Open wir- 
ing bracket illustrated. 





UTILITY 


Floodlight of seamless, one-piece heavy- 
gauge aluminum. Swivel joints allow com- 
plete adjustment. 


[NEW CATALOG } 


For the complete line of SILV-A- 
KING Flood-lighting Units, and all 
T other Incandescent Reflectors, 
send for free Catalog *50. 


BRIGHT LIGHT REFLECTOR CO. 


EBook 2 2en 2B 8 a?) 










SILVAKING 
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WESCO Names Stainback 
District Supply Manager 

ATLANTA—W. P. Stainback, for 
merly salesman for the local branch oj 
the Westinghouse Electric Supply C 
recently was promoted to the position of 
apparatus and supply manager for tl 
company’s southwestern district. He suc: 
ceeds J. R. Smith, who was appointed 
manager of the clectrical wholesaling 
firm’s New Orleans branch, 


U. S. Grant Supply Co. 


Acquires New Building 

LOS ANGELES—The U. S. Grant 
Supply Co. of this city recently acquired 
a new office building and warehouse, i 
which all of the company’s department 
will be housed, at 2900 East Eleventh 
Street here. As a result of the acquisi 
tion, the firm reported that it now has 
greatly expanded and modernized facili- 
ties for carrying on its electrical appli- 
ance wholesaling business. 

Two spur railroad tracks, with a ca- 
pacity of up to eight freight cars, serve 
the shipping and receiving docks of the 





New home of U.S. Grant Supply Co. 


warchouse. Truck delivery docks open 
directly on the customers’ parking lot. 
Easy access to the state’s highway net- 
work is offered by the Santa Ana Free- 
now under construction, and the 
Olympic Parkway which intersect nearby. 

Close to 50 carloads of ranges, heaters, 
refrigerators, freezers and other appli- 
ances are arriving monthly at the Grant 
warehouse, it was reported. Before de- 
livery to dealers, cach unit is uncrated, 
inspected and adjusted for the purpose of 
rejecting damaged or sub-standard mer- 
chandise. 

Predicting that distribution would be 
brought to a new high of efficiency by 
his organization as a result of its new 
U. S. Grant, president of the 
company, said: “Mass distribution, on 
the low-cost, streamlined basis now being 
practiced by our organization, is an abso- 
lute ‘must’ when full-scale, all-out factory 
nroduction is reached in this country.” 


way, 


quarters, 












Improvements In Mercury 


Lamp Announced byG.E. | Fr Better Business... Better Sell 


NELA PARK—Improvements in the 
400-watt mercury (E-H1) lamp for 


ea ae en secon we’ | RADIA Ventillating Fans and Heaters 


) the General Electric Co. here. > ; ; ee Oe 
The inner arc tube of the lamp has You make more profit with less sales resistance by featuring SHEPLER 
: f “preferred” products! Their uniform high quality, pleasing appear- 
been redesigned and the outer envelope, ance and trouble-free performance insure unqualified customer accept- 
constructed of a special heat-resistant ance and satisfaction. Then, too, consider their reasonable purchase 
glass, is larger and different in shape. price, low operating cost, ease of installation and wide range of 
Among the advantages reported by the applications. No wonder SHEPLER products are preferred by lead- 


: ; 3 ing builders, architects, electrical contractors and users everywhere. 
company as a result of the new design ‘ ; 


are: AUTOMATIC CONTROL CEILING FAN— 


1. Larger volume of generated light— : as 
21.000 cio la saline With polished aluminum grille. Requires only 7% joist space. 





2. Higher initial efficiency—52 lumens 
per watt. 

3. Better light output maintenance 
throughout life—42 lumens per watt 
at 70 percent of life. 

4. Longer life—3,000 hours at 5 burn- 
ing hours per start. Pending com- 

. pletion of tests, life at 10 burning 


] isily, cconoml- 
cally and quickly 
installed, this 10” 
fan is ideal for any 
room particularly 
kitchens and rooms 
with limited wall 
space Feature 

clude: Redmond 48 





. ° Watt motor, auto- 

% hours per start is estimated to be gee eae 
4,000 hours and efficiency at 2,800 weathertight — seal. 

‘2 hours is estimated to be 40 lumens Rating: 650 
per watt The above illustration shows how the fan (A) can be installed anywhere C.I.M. (free air 

7c ad i eee F os in the ceiling and vented outside (B). Galvanized duct (C) can be any clivery). 

* 5. Flexibility of burning position— desired length. 


good performance in any position. 
6. Small size of light source permits 
good control of lig':t, 


DE LUXE INVISI-GRILLE WALL FAN 


In chromium or white durenamel. 








Ihe beautiful styling of this 10” fan makes it a welcome 





ddition to any room. The attractive Invisi-Grille front 
permits free air flow, but prevents any visibility of the 
nterior. Unit as imsulated and has weathertiy 
operation is automatic witl the release of the bead chain 
control ‘Adju table wall sleeves make possible installation 


1 anv wall thickness. Fan is really cconomical—use 


gat THE GREATEST 


INNOVATION IN 


_— < 


4 tend iley-\ mete), |, |tengiel, b 


1ore current than a 45 watt lamp. Durable, ca 
install, and efficient in operation, there is no finer wall 


banat any price 











































| WALL INSERT HEATERS 
| With the Globar heating element. 
| These modern units are precision built of the finest encecescese 
| materials for years of trouble-free service. The Glob 
sam Heating Element — an important feature of all Rad 
lot. | Heaters is not affected by water or morsture and 
1et- cuaranteed against burn-out for a minimum of | I*f 
ee hours operation. Available im sizes, capacities (660 
J watts) an inishes to suit every requirement, Radia 
the | ee vides Se electric “ate at its 8 t. Series No arabe ete a 
rby. NEATER 1100 illustrated 2 ai . 
ers, e : : : 
pli- MORE COMPACT Approved by Underwriters’ Laboratories. 
= ° IT PAYS TO FEATURE SHEPLER PRODUCTS: 
C- 
ted, BETTER Coenen © Electric Wall and Portable Heaters 
¢ of ® Electric Fireplace Logs 
~ eran ¢ Wall, Ceiling, Door Operated and Chimney Fans 
, © Model ‘'S’’ Switch and Speed Control 
Lb APPROVED f)))N P 
y by Write Dept. B-1 for complete details. 
9 Write today for details and 52-page 
ye illustrated catalog. SHEPLER 
peing COPPER TUBE 
abso- & PRODUCTS, Inc. 
— CINCINNATI, OHIO 1312-14 SHEFFIELD STREET + PITTSBURGH 12, 
y: 
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Prompt Deliveries on 


Poorless. Clectiie 


Exhaust Fans and Motors 





A number of sizes and models 
of Peerless Electric motors and exhaust and attic fans are 
now available for prompt shipment. This is your opportu- 
nity to stock fans of proven performance, attractive design 
and quiet operation—all carrying the famous Peerless 
Electric name and powered with Peerless Electric Motors. 


Write for catalogs and price lists. 


DeLuxe Fans 


Here is an extremely quiet, variable speed, attrac- 
tively designed fan for stores, restaurants, hotels 
and similar installations. Totally enclosed motors 
exclude dirt and moisture. Fans may be mounted 
vertically or horizontally. Supplied for single 


speed, two-speed, or three-speed operation. 













Finished in Buckingham grey. 16” to 30” sizes. 


Attic Fans 


Powerful air movers that are economically op- 
erated and easily installed. Belt-driven by ther- 
mally protected Peerless Motors. Extremely 
quiet and efficient in operation. Modern design 
with all metal panel finished in attractive grey. 


24 to 48-inch sizes. 


Motors 


A line of standard general purpose motors. 
Single-phase, repulsion start-induction run (high 
Starting torque with low starting current) in 
ratings 45 to 5 H.P. Also polyphase motors up 


to 74H.P. 


—tne Peerless. Electiic COMPANY ~~ 


Established 1893 + Warren, Ohio 
MOTORS ° FANS ° BLOWERS 



































THOMAS J. LITTLE recently was 
named as eastern sales manager, with 
offices in New York, of the Pyle- 
National Co. He was formerly a mem- 
her of the sales staff of the Anaconda 
Wire & Cable Co. 


J. L. Ballou Promoted 

By WESCO, Portland 
PORTLAND, ORE.—Serving West- 

inghouse Electric Co. in Portland, Ore- 

von, for the past 24 years, J. L. Ballou 


has been advanced to the position of sales 

















JACKSON 
QUALITY 


YARDLIGHTS 
— 


No. 
8972-8974-8976 


FOR RURAL 
LIGHTING 


e@ No. 8972 has 12" porcelain 
enameled reflector 

e@ No. 8974 has 14" porcelaln 
enameled reflector 

e@ No. 8976 has 16" porcelain 
enameled reflector 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 


® Sold only thru Wholesalers 
® Manufacturers of 


Lighting Equipment 
JACKSON 


ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, IL 
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promotion manager, Ralph Sroufe, mane SELLING 
ager for Wesco in Portland, announced FLUORESCENTS? 


recently. Starting as a warehouseman in 
1923, Mr. Ballou worked up to store man- 
ager in 1940. Since 1941 he has been in 
the sales department. 


















PATENT 
APPLIED FOR 


..Climinate accidents, work stoppages  iniatinct 
... permanent, easy installation cn’ 
...tWO sizes, for 40 and 100 W. lamps 


Now you can offer your customers fool-proof protection 
against loose fluorescent lamps. Den-El Lamp Guards in- 
sure against falling lamps, work interruptions, injuries, 








a 





IRONS ARE MADE while the presi- and material spoilage. Made of stainless steel for lasting 
dent watches. Chas. E. Wilson, second good appearance. Special resilient stock allows them to a] 
from left, president of the General be sprung aside for quick cleaning oc relamping. Simply, 


Electric Co., watches production of HERE'S HOW IT WORKS 
GE flatiron as they go along the chrome 
plating conveyor at the Ontario, Calif., 


permanently installed with machine screw and nut. 


Thousands of grateful users in industrial and commercial establishments, everywhere. 









: : 4X u Installed by factories, mills, printers, railroads, mines, shops, offices, stores, banks 
ars oe Pd -- ‘this < , * gu. Constate Vous Fluorescent Stocks With Den-El Fluorescent Lamp Guards! Ask 
r s Dw onterec °o or Literature and Prices, Now. 
“ 


30-year-old West Coast factory. Mr. 
Wilson visited the plant while on the 
West Coast to speak at Sales Execu- 
tive Club, Los Angeles... 











MANUFACTURED BY ; , ented by 
-EL EQUIPMENT CO. Qogueuut 
688 18th AVENUE, IRVINGTON 11, NEW JERSEY 4 Mia 














THE LIFETIME 
HANDLE 


DOUGLAS 
Aluminum 
Compass Saw 
Handles al- 
low easy ac- 
cess to hard- 
to-reach 
Pat. Pending places. TWO 
convenient 
wing nuts permit quick rever- 
sal of the blade, and hold it 
perfectly rigid. Handle is 
made in one piece. 


DOUGLAS BLADES 
LAST LONGER 
DOUGLAS Compass Saw 


Blades are made from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 





Cummins line now offers twice as 
many opportunities for profits. 
The new Cummins 200 standard 
4” drill leads spectacularly in 
Price, Discounts, Performance, and 
Appearance. 

Three Cummins 14” drills are still 
the outstanding bargains in their 
field ... Top Discounts, Priced for 
Volume Sales, Unexcelled Perform- 
ance. 

The Cummins line of drills con- 
tains at least one item attractive to 
every buyer. 
Model 110 — Equipped with Jacobs 
Hex Key Chuck — List Price $18.95 


Model 120 — Equipped with CUMMINS %” DRILL-MODEL 130 | 
Keyless Chuck — List Price $17.95 | EQUIPPED WITH JACOBS GEARED CHUCK 
















































tooth double sharpened. = ~ ah daneaeeaa ener ema omaaraaeae aes aaiarepem aeteame eres 
Send for Price Sheets For complete de- CUMMINS PORTABLE TOOLS 
tails fill in coupon Div. of Cummins Business Machines Corp. 
D @] U G LAS Cc Oo. and ll neg 4764 Ravenswood Avenue, Chicago 40, Iilinois, U. $. A. EW-3 
P. 0. Box 1864 Charlotte, N. C. | Please send me additional details on: 
{ CJ Cummins 12°" Drill C) Cummins Y%4"" Orill 
. SINCE 1887 { 
ane WORLD'S FINES; (8) | Name. 
{1 Company. 
DOUGLAS WORE THAN GO YEARS OF Faison 
NA_COMPASS SAWS A PRECISION MANUFACTURING | City Zone State 
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FERATING- 
WARE 
es 

















j 
E FIRST COOL 
{-»- DESIG 


My 
GA 








WARE 


HI-LAG 


G 
FUSES 


ae The Fuse That Science 
Built Cool to Prevent 
DOUBLE BRIDGE 


assemBly | Excessive Heating 
Spring tension, 


double contact area During Heavy Current 


on link. 
Links centered in all! Loads and Long Service 


Double Fibre Bridge 
ino Aanmaes ond When you make that next 


Strength. fuse installation, consider the 
Screws Locked—| World’s Best and Coolest Op- 
Only one wrench] erating Fuse—try WARE HI-LAG. 
needed. . 
You will then see for your- 
Insert either end in - 
Casing. Minimum| Self how the WARE HI-LAG stays 
of parts. cool under conditions that or- 
arrroveo ay unorewerters | dinarily cause overheating — 
LABORATORIES . . . 
you will see why its good busi- 
ness to standardize on a prod- 
uct that ends costly delays—needless production shut- 
downs and interruptions. 


There’s higher lag for motor starting overloads—stronger 
lag for operating current surges—lower contact resistance, 
reduced heating and larger and stronger terminal connec- 
tions. The double-bridge assembly at left is another cool 
construction feature, helping to lower contact resistance 
and excessive heating. 





















Write for Fuse Booklet No. 4420. giving all 
features, sizes and details. 


VY} = 4 5 
IW /ANRIE: Biothers 4450 W.LAKE $T.-- CHICAGO 24 JILL. 












RECENT ADDITIONS to the New 
York sales office of the Bright Light 
Reflector Co., Bridgeport, Conn., are 
Theodore O. Jorgensen (left) and R. 
H. Jewell (right). Mr. Jorgensen was 
formerly manager of the lighting divi- 
sion of the Consolidated Edison Co. of 
N. Y. Mr. Jewell will act as liaison 
man among the company’s distributors 
in the New York area. 





Crescent Electric Supply 
Opens New Branch Office 


A branch office and warehouse of 
Crescent Electric Supply Co., San Fran- 
cisco wholesale distributors, has been 
opened in Santa Rosa, according to Dick 
Hirschfield of the San Francisco office. 
The new branch office will be managed 
by John Guth. All purchasing will be 
done from the San Francisco office. 














REPRESENTATIVES 


AJAX ELECT. SALES CO. 
ST. LOUIS, MO. 


BURG ELECT. SALES CO. 
PHILADELPHIA, PA. 


PROMPT DELIVERY 


FULTON 
ELECTRIC MFG. CO. 


38 NORTH 2nd AVENUE 
MT. VERNON, N. Y. 


UNDERWRITERS LABORATORY APPROVED 
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Electrical Group Holds 
Convention And Expositior 


MINNEAPOLIS—The North Cen- 
tral Electrical Industries held its Elec- 
trical Convention and Trade Exposition 
in St. Paul, February 29 through March 
4. There were various programs that 
covered many phases of the industry's 
products and services and on display in 
100 booths were new appliances,, lighting 
fixtures, wiring devices and supplies. 

The convention started with the meet- 
ing of directors of the Minnesota Elec- 
trical Association at the Hotel St. Paul, 
which was headquarters for all the ac- 
tivity of the occasion. Sunday night the 
Minnesota Electrical Council met at din- 
ner in the Capitol Room. 

Monday morning, activities continued in 
a big way with five trade group meetings: 
the Minnesota Electrical Association, the 
North Dakota Electrical Contractors As- 
sociation, the South Dakota Electrical 
Contractors Association, the Minnesota 
Municipal Utilities Association, and the 
North Central Electrical Association. 

Also, on Monday, the first all-industry 
function of the convention held a lunch- 
eon meeting with H. E. Young, chair- 
man of North Central Electrical Indus- 
tries, presiding. Guest speaker of the 
occasion was N. J. MacDonald, vice presi- 





Huorescent 
BALLASTS 


---4 TO 40 WATTS... 
STANDARD LINE & 
PLUG-IN TYPES 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 
Quiet... Quality...long Life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


SYKES 


ELECTRIC MANUFACTURING CO. 


3905 WESLEY TERRACE 
SCHILLER PARK, ILLINOIS 
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Type WC—Cabinet Type: 


Designed for inside window sill mount- 
ing, this semi-portable fan is suitable 
for cooling and ventilating relatively 
\ large areas where permanent fan instal- 
lations may be less desirable. Belt driven 
for quiet operation. Ample capacity for 
apartments of three to six rooms, homes, 
stores, lodge rooms and small factories. 
Available with outside automatic louver 
for year- round use. Two sizes, deliver- 
ing 4500 and 6500 C.F.M. 










Type WP— Panel Type: 


A three-speed, direct drive, portable 
window fan for effective operation in 
small homes, apartments, offices, stores, 
etc. 
window to window as desired. Fits 
window openings from 31 to 39 inches, 
At full speed, delivers 

2000 C.F.M. 


As with all CHELSEA Products, the air deli- : 
Oo” very of these units has been determined by e 


the Standard Test Code of the Propeller Fan e y. WRITE FOR 


Monufacturers Association. 


LOOK FOR THIS SEAL! | 
CHELSEA FAN & BLOWER CO., INC. 


1206 GROVE STREET, IRVINGTON 11, NEW JERSEY & J 










NEALE IOI ray 































Can be conveniently moved from 











BULLETIN #852 














SPOTLIGHT 


GoldE Manufacturing Co. 
1222-D West Madison St., Chicago 7, Ill. 











Smallest Spotlight of its kind! 
Provides 500 Watt Illumination! 


Totally Enclosed — Absolutely Safe — 
Completely Automatic — 6 Continuous 
Color Changes — Adjustable Beam Size 


Ideal for Store Windows, Disploys, Exhibits, 
Conventions, Shops, Theatre and Hote! Lobbies, 
Restaurants, Night Clubs, Cocktail Lounges. 


LIBERAL DISCOUNT POLICY 
Send for Bulletin No. 471 
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| JOBBERS! (rite for Infownation 


ON THE NEW 


HEINEMANN 








SAFELETN% © 


CIRCUIT BREAKER-— 


An outlet with a pilot light that TY) \ 
shows when circuit is in use. (—, 








Here is a new sales stimulant for con- 
tractors and electricians ... A circuit break- cS 
er that can be installed right where an | 
appliance can be plugged in, which it pro- 
tects without affecting the main fuse or | 





breaker. Magnetic, instantaneous on ACTIVELY ADVERTISED TO 
“shorts,” yet with time-delay for inrush — presenter san 

] . , Thousands of contractors and elec- 
current or harmless overload. Listed by cc; te ie a 
Underwriters Laboratories: Ratings: 115 V. SAFELET every month. Order now, 


and be prepared to demonstrate it 
when asked. 


6,10, 15 amps. 230 vV.- 6, 10 amps. 


Descriptive Foiders Furnished For Your Use 


>> HEINEMANN ELECTRIC COMPANY | 


152 Plum St. Trenton, N. J. 










































PLUG OR SCREW TIPS 
40 to 700 Watts 

%" to 13%" Tip Dia. 
Foliow the leaders and 
They floly sie 
Col Write fort 4 


a ipertent = 
news to 


WHOLESALERS \y 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 1 
cause it represents one of the i 
; most complete lines available i 
today. It is backed by famous ; 
‘ users throughout the world, 
and an aggressive hard-hitting r 

sales promotion campaign is gene | 
telling the story to a 
. quarter of a million key 
» men in industry each 
month, 















ps 


di HEXACON ELECTRIC co. 
g 146) 


W. CLAY AVE OSELLE PARK. NEW JERSEY 













dent of Thomas & Betts Co., who spoke 
on “Electrical Interdependence—A Fact 
and an Opportunity.” 

was the all- 
R. E. Steele, manager 
Lighting Sales Department of 
Northern States Power Company, was 
chairman, and first speaker was J. T. 
Coatsworth, commercial director of Edi- 
son Electric Institute of New York, who 
presented the 1948 Planned Lighting Pro- 
gram. New materials and techniques on 
school lighting Carl 
Jensen, district engineer of Westinghouse 
Lamp Division. H. S. Walker of Gen- 
eral Electric Lamp Department presented 
an illustrated talk on lighting installa- 
tions, and Fred H. Heintz, assistant divi- 
sion manager, Sylvania Electric Products 
“the lighting job we didn't 


Tuesday morning, lighting 
important feature. 


of the 


were described by 


Co., discussed 
get.” 

An all industry meeting, sponsored by 
the Minnesota Electrical Inspectors Asso- 
ciation and the State Board of Electricity, 
took place Wednesday 
St. Paul 
was given over to panel discussions on 


morning at. th 
auditorium. The entire session 
questions put by the audience on hazardous 
locations and the code. 

Besides luncheons and various other 
meetings of interest, the convention ended 
with a very entertaining trade show at 
the St. Paul auditorium which opened at 
10 a.m. Exhibits were fully manned until 


late Thursday afternoon. 
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C. M. SNYDER has become manager 
of the New England Sales District 
office of the Lamp Department of the 
General Ele tric Co, He succeeded 
C. C. Walker who has been made a 
commercial vice president of the Gen- 
eral Electric Co. in Boston. Mr. Snyder 
has been with the New England Sales 
District since 1928 when he became its 
engineer. He was appointed assistant 
to the manager of the district in 1940. 
























GEORGE R. SOMMERS, formerly 
Pacific Coast manager of lighting prod- 
ucts, Inc., recently was appointed di- 
rector of sales for all product divisions 
of the company in that area. 





New England Wholesaler 
Announces Expansion 
BOSTON—Arvedon Electric Supply 


Co., Inc. in this city recently announced 
the addition of housewares and hardware 
to its established lines. The new lines 
will be considered part of the company’s 
electrical and radio departments and will 
be headed by George J. Levy. 

In making the announcement, Joseph 
Arvedon said that several men will be 
added in the near future to supplement 
the regular sales force. Mr. Arvedon 
pointed out that the new move is in 
line with the company’s policy since 
1900 of progressive expansion. 


Graybar Appoints Two 


District Credit Managers 

NEW YORK—The Graybar Electric 
Co., lne., recently appointed C. M. Horen, 
formerly its district credit manager at 
Cleveland, as credit manager of its Kan- 
sas City district—including branches at 
Omaha, Oklahoma City, Tulsa, Wichita, 
and Denver. Named to succeed Mr. 
Iloren as district credit manager at 
Cleveland was John A. Cassin. 

Both men have been associated with 
Graybar for many years. Mr. Horen 
joined the company in 1926 as a credit 
man in Chicago. In 1936 he was trans- 
ferred to Cleveland as district credit man- 
ager. Starting with Graybar in 1934, Mr. 
Cassin did warehouse and service work 
at Chicago and then went into the credit 
end of the business. 











TENITH msoenam ron 


There’s a big market just opened up for these Pro- h of 


gram Timers at the new low price. Now schools, 
institutions, plants, etc., whose buyers have been 
putting off installations, can be sold a high-quality 
5-minute timer at a 15% REDUCTION IN PRICE. 
Steel case, synchronous motor; mechanism set au- 
tomatically by turning minute 

hand. Jobbers: Discount allows 


for a liberal profit! WRITE TO- ZENITH ELECTRIC CO. 
DAY FOR FOLDER. 148 W. Walton St. Chicago 10, Ill. 


















SECURITY 
a. for Ward A 


. . . security for the pa- 
: J... tients in knowing that the 
li All _ mere pressing of a button 
I will call the nurse when 
they need her... security 
rd for the nurse in knowing 
that a Couch signaling sys- 

tem is on the job. 
Regardless of your hospital’s size and requirements, there’s a Couch 
signaling system designed for your needs and engineered for 
’round-the-clock service with minimum maintenance ... Nurses’ 


Call ... Doctors’ Paging ... Doctors’ In and Out... Fire Alarm 
... Private Telephone ... Return Call Systems. 


Send for Free Illustrated Catalog. 
| Have your secretary clip this coupon to your busi- 
ness letterhead and mail to S. H. Couch Company, 
Inc., North Quincy 71, Massachusetts. Couch’s 




















¢ catalog of Hospital Signaling Systems will be sent 
Nhe for your special use without obligation, 
OAL NAME 
TITLE 














S. H. COUCH COMPANY, INC. 


DEPT. 403 NORTH QUINCY 71, MASS. 


PRIVATE TELEPHONES for HOME and OFFICE . . . HOSPITAL SIGNALING SYSTEMS .. . 
APARTMENT HOUSE TELEPHONES and MAILBOXES . . . FIRE ALARM SYSTEMS for INDUSTRIAL 
PLANTS and PUBLIC BUILDINGS. 
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= 
. N. LINCOLN GREENE N 
N. Lincoln Greene, manager of the T 
Tape Division of The Okonite Company, ee 
Passaic, N. J., died on February 4. . H 

Mr. Greene's entire business life of 56 
vears was devoted to the manufacture m 
POSREFLECTORS and sale of tapes and rubber goods. He di 
eine eel joined The Okonite Company in 1931 C 
and established the Tape Division to i 


develop and promote a line of commercial : 
rubber and friction tapes to supplement Ww 
the company’s other tape products 






LIGHTING UNITS 





WwW 
| 

for SERVICE STATIONS -_.. fo 
| CORRECT | C 
o Here is the complete line for | TYPES | ni 
service station lighting. Each | | P. 
FLeeaticuTs Fon type of unit is substantially con- | FOR | fe 
' ' structed, practical in design, | Every | D 
lighly effective in illumination SERVICE ASSOCIATION: ah i 

value, and good appearing. Send STATION : 
for our catalog—see modernly ; | oO 
engineered designs that will both | LAYQUT ! | BALTIMORE—New officers of the | th 
. build your sales and assure cus- | * | | Electrical Manufacturers Representa- SE 
aneus Serle ene tomer satisfaction. | ts til : | tives Association, Inc. were invested tr 


with the robes of command at installa- 
tion services, January 30, at the Engi- ra 

Q Uj A y) R A N G [ t M . (5 neers’ Club. Officers elected were: la 
bd President, Frank W. Lemly; vice presi- dy 


325. PEORIA ST. a nna acn: dent, Murray Nelson; secretary, R. A. 


Haworth; treasurer, Charles Esposite. 


























in 
se 
DALLAS—The Dailas Electric -Club, el 
ore at a recent meeting at the Baker Hotel, te 
heard Jack Sisco, a prominent football 
official, graduate of Baylor University, e] 
and former head coach of North Texas he 
State Teachers College, discuss some hi 
of the current evils which have been th 
threatening the good name of football. be 
The program was prepared by J. J. 
Cupples of the Westinghouse Electric 
Corporation who presented Mr. Sisco 
at the meeting. R 
i 
DETROIT — A panel on “The ~ 
Planned Lighting Program” was re- 
Vv “ ti £ 7] cently presented by a committee of the } 
NE Wh G = et Electrical Association of Detroit to an 7m 
FI XTU RE HANGER audience of 300 members and guests 
. 7s in the auditorium of the Detroit Edison i 
That Adjust With a Twist of the Wrist! Company. 
At last you can get a Fixture Hanger that turns to Lighting eo stay tes wi wat . 
any angle after being screwed to an outlet box, of industry-wide plans for residence, 
Although base and receptacle remain stationary, office, school, store and industrial light- 
hanger arms may be turned to align with ony ing, stressing how every branch of the 
rage aan ahead ecu Ge electrical industry in the Detroit area 
screws on to 3%” or 4” outlet boxes, no other could cooperate with the nationwide 
fastening necessary. Furnished complete with re- program. | 
ceptacle, two 5’ chains, hooks and cord clips. 
Friction-Set K100 . . . List Price $1.10 For any fixture posinon The association's educational activity 
Write for Bulletin K25 | of the past year ended with the com- 
5 l M p L ET e L ia e T R I C e oO 7 PA N Y pletion of the “Fail School on Sales- 
3600 West Potomac Avenue @ Chicago 51, Ill. manehig” This ten weeks course was | 
112 Charlton Street © New York 14, N.Y. built around the new Edison Electric 
Institute sales training course, con- 
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sisting of a series of sound-slide films 
illustrating the principles of salesman- 
ship as applicd to 
and lighting. 


electrical selling 


NEW YORK CITY — Members of 
The Electrical Women’s Round Table 
met on February 10 at the New Weston 
Hotel where Art Scaife, advertising 
manager of Appliance and Merchan- 
dise Department, General Electric 
Company, presented a stimulating talk 
on the increasingly important role of 
women in the appliance industry. 

An. added attraction at the meeting 
was the presentation of the two awards 
for outstanding work in the Hunter 
College course, “Demonstration Tech- 
niques for Electrical Appliances.” 
Present at the presentation was Pro- 
fessor Dora Lewis, chairman of the 
Department of Home 
Llunter. 


Economics at 


OMAHA—The “Ilomemakers’ Clup of 
the Air Tenth Anniversary Contest,” 
sponsored by the Nebraska-Iowa Elec- 
trical Council, ended February 28. 
This contest, one of the oldest in 
radio, was inaugurated in 1938 and 
launched by Martha Bohlsen. Electrical 
dealers, distributors, contractors, man- 
ulacturers, and utilities in the Nebraska 
ud western Iowa district cooperated 
il promoting the 
served as a sales 
electrical 
territory. 
Llectrical 
electric 


which 
stimulator for 
appliances 


program 
new 
throughout the 


such as an 
refrigerator, water 
heater, roaster, mixer, toaster, and two 
hand irons, were given as prizes to 
those eight contestants who wrote the 
best fifty-word composition on “I like 
the Homemakers’ club of the Air be- 


” 


Cause. 6% 


appliances, 
range, 


ROCK ISLAND—An old-time favorite 
duck dinner was enjoyed by members 
nd guests of the Electrical Institute 











SHOP LIGHTS 





80 types available in price ranges | 


| 
| from .75 cents up. 


All parts an 
| stock. 
| Complete line of “AMERICAN” 


incandescent lamps, our own prud- 
| uct at best factory discounts. 


Send for complete information. 


THE SAVE LAMP COMPANY 


Baltimore, 11-P, Maryland 

















































For 


e HIGH SALES VOLUME 
e HEALTHY, CONTROLLED PROFITS 


e AUTOMATIC, REPEAT BUSINESS 
SELL 














REG u S PAT. OFF. 


TRICO PRODUCTS sell easily . .. 
and stay sold. The policy, ‘More 
value and quality per Dollar’ 
guarantees satisfied customers, 
repeat sales and profits. 


COMPARE THESE FEATURES: 


e TRICO gives you a VARIETY Line... 
Maximum sales per call. 

e TRICO research constantly gives you 
new, improved products. . . . You're 
always ahead of competition. 

e TRICO'S individual design eliminates 
competition . . . you get all the repeat 
business . . . you build for the future. 

e TRICO advertising covers your markets 

. speeds up sales for you. 

e TRICO sells only THRU THE DISTRIB- 
UTOR. . . . You get 100% co-operation 
and healthy, controlled profit margins 

. without price competition, 


Get started today toward more profits. 


ORDER TRICO .. . STOCK 


TRICO FUSE 


MILWAUKEE 12, 














| 


me UNIVERSAL 


1549 EAST FIRST STREET 
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WRITE FOR’ 
$ COMPLETE 
CATALOG 3 


It's yours for the asking. 


Investigate the many 
“plus-values’’ of TRICO 
products. ... It will get 


you started on some real 
» profitable business. 











TRICO .. . SELL TRICO 


MFG. 


WISCONSIN 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 
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IF YOU -- 


had a chance 


to step into a better job 
























WOULD YOU 

' BE PREPARED? 
Phe ire ti s ( busine | 
w jobs are ning ind they | 
1 r 1 t ne \\ iré¢ r Hl € 
ks giving q k access to fundamentals and 
es that pr te ex tive ethciency They 
epare yourself so that when your oppor- 

mes, you will be ready 


The McGraw-Hill Library of 
BUSINESS MANAGEMENT 


6 vols., 1973 pages 



































BUSINESS ORGANIZATION 
BUSINESS FINANCE 
. CREDITS and COLLECTIONS 
EFFECTIVE MARKETING 
BUSINESS CORRESPONDENCE 
. MANAGING YOURSELF 


ocvnb Ww AN = 











HE books in this library cover the ele- 


ments and methods of management most 
needed in executive approach to. business 
Use it for immediate help in specific prob 
lems—to get the knowledge of all business 
you need right now 

The need for this sort of help, and the 
most practical means of meeting it, have 
wen the standa I Wright has 


t 
i 1 t 


rds by which Miltor 


en and rganized ate 


e How to organize a eHow to write better 
single department or letters put your 


a whole business correspondence on a 

plan and control its more effective basis 

workings. e How to improve § your 
e Where and how to sales organization 

get money . how develop promotion ideas 

to utilize it e How to do more work 


How 0 reduce credit . conserve and direct 
losses modernize your energies 
your collection system. 


Free Trial—Low Price—Easy Terms 


Under our offer get all six books on 

Read them, make comparisons, look u specif 

I blems. If this 10 iy test shows value, p 
nall installments, while you use tiie books. Set 
e coupon today 


ee wwe w wwe ew we eee eee eee eee 
; McGraw-Hill Book Co., Inc., 330 W. 42nd St., N. Y. 18 : 
Send ne the MeGraw H LIBRARY OF BUSI ‘ 
! NESS MANAGEMENT. ¢ nes, for 10 da 
§ examination on approva In 10 day I wil end © 
8 $2.50 and $3.00 monthly until $17.50 is paid r @ 
eo re hooks 1 ' 
' ' 
a Na ' 
' ' 
MMA uh ducal ccaslccding kieeeescguremndenianien ' 
a ' 
‘ Cee OU BeBe cccccaceecovcesdccscecoeesese ‘ 
' ' 
5 ™ ‘ 
' Company EWS 3-48 - 
: For Canadian price write McGraw-Hill Cc of » 
Canada Ltd 12 Richmond Street E Toront 1 
' ' 
‘ween ee ewe ewe wee wee ewe we we ew ew ew ew ew ew eww Ss 
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MEASURE THE MODERN WAY 


Wire Cordage + Air Hose * Cable, BX and other 
FLEXIBLE MATERIAL up to 1” Diameter 


WIRE AND CORDAGE 


METER 






Quickly pays for itself many times over. Cuts 
losses of... .time, labor, money, accuracy, efficiency, 


carelessness and excess allowances. 








ALL DIALS 
ROTATE CLOCKWISE 
ADDS OR SUBTRACTS 
RECORDS by 3 IN. to 

999 FT. 


Write for pamphlet and prices on other 






Olympic Meters and Accessories 


A. D. HEWITT COMPANY 


2718 ELLIOTT AVENUE e SEATTLE 1,WASHINGTON 












“4 


AFA 
a & & 


| want you to know 
our profitable line 


because you'll see the chance to make real 
money with Wm. Penn fixtures. 






You'll like the rugged lightness, the beautiful 
finish, and simple installation features of 
this quality line — made in units for individual 
or continuous mounting (low inventory to 
you) and you'll like the prices! 


For consumers—even distribution of maximum 
light at low cost. 


For you—faster sales and more profit. 
Write us for catalog descriptions. 


Latest item: profitable 


8-ft. Slimline fixture WILLIAM RANIERI 


President 


Wm. PENN FLUORESCENT LIGHT MERS. 
1639 South Broad Street, PHILADELPHIA 48, PA. 
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| of the Tri Cities at its annual holiday 


a 
stag party. ? ‘ id 
The stag party was held at the Mo- Here 5 f a n 


line Elks Club, Moline, Illinois with 

the electrical contractor members as 

hosts this year. It was their turn to why 
provide the entertainment, refresh- 


,| ees’ GREAT WESTERN Pays Off 





SALT LAKE CITY—tThe Intermoun- 
tain Electrical Association of Salt Lake 





City informs us that the new 1948 offi- 
cers have been elected for the follow- 
ing chapters of the association: 

Cache Valley Chapter: President, V. 
L. Ferrin; first vice president, Clarence 
Kendrick; second vice president, Jack 
Allsop; and secretary and treasurer, 
W. E. Dunbar. 

Utah County Chapter: President, 
Eldon McKell; vice president, Carl 
Vatkins; secretary, H. Gilbert Barton. 

Sevier Chapter: President, Frank 

Parks; first vice president, Clinton 
= Torgenson; second vice president, Sher- 
a. man Anderson; and secretary, C. R. 
Thorne. 

Southeastern Utah Chapter: Presi- 
dent, P. J. Bowman; vice president, 
Ted Brown; secretary, Gilbert Barton. 


Fewer Parts For Fast Assembly 
SAN DIEGO COUNTY-—A six les- Only three parts to handle in renewing link. 
son sales training course for members 
of the Bureau of Radio and Electrical 
Appliances began January 20 in Room 
504 of the Electrical Building under 
the supervision of Dan Turner, instruc- 
tor. The lessons were held on Tues- 
days and Fridays from 8:00 a. m. to 
9:30 a. m. There was no charge for 
members. 


All Contacts Heavy Brass or Copper 
No iron or steel parts used in construction. 


Extra Heavy Hard Horn Fibre Case 
Prolongs the life of the fuse. 


Replaceable Fibre Supporting Bar 
Hard horn fibre bar may be quickly and easily replaced. 
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One Piece Links 
For all sizes up to and including 600 amp. 


WASHINGTON—Harold Stoll, secre- GREAT WESTERN FUSE COMPANY 


tary of the Electrical Institute of 7633 Susquehanna Street Pittsburgh 21, Pa. 
Washington, in his yearly report, men- 
tioned the fine spirit and excellent 
leadership given in the past year by Investigate the Great Western and La Mar Lag fuses today. See 
the association’s officers. Mr. Stoll how they pay off time and again for you in satisfied customers, re- 
said “...officers and directors have peat sales, greater fuse profits. Write for details and free samples. 
given generously of their time, wisdom 
and energy so that our association 
could make the maximum progress.” 

Some of the officers mentioned were: 
President, W. B. Stringham, General 
Electric Supply Corporation; vice 
president, Samuel Del Vecchio, Peo- 
ples Hardware Stores; treasurer, H. 
C. Lease, Westinghouse Electric Sup- 
ply Co. The Wholesalers Division of 
the Board of Directors were: P. O. 
West, Doubleday-Hill Electric Co.; 
G. F. Kindley, Edgar Morris Sales 
Co.; J. H. McDonnell, Graybar Elec- 


a Great Western & La Mar Lag 


Mew eliees fer 1908 cam dheted The World's Finest Renewable Fuses 


at a recent meeting. They are: Presi- 
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4’ sensibly priced 
for volume sales 


n today’s price-conscious market 


More people live in cottages than in mansions. 
The small home market is the volume market 
for chimes—and you’re in this market with 
the Liberty line of two-tone door chimes. For 
Liberty’s eight beautifully designed models 
are priced to the cottage budget—from $3.50 


















to $10.95. 


Forceful national advertising 


MODEL 76 
CERAMIC PLAQUE 





MINERVA, OHIO 








All but the two lowest priced 
models are complete with transformer. 


carries the 
Liberty sales message every month to your 
customers and your customers’ customers. 


Belg (Ile 


MANUFACTURING COMPANY 


MODEL 86-3 


PLASTIC CASE 
$10.95 






















FOR DISTINCTIVE OUTDOOR 
AND INDOOR LANTERNS 


We take pride in the solid copper con- 
struction of all our products. We use only 
the most durable, long-lasting materials 
and the finest designs and engineering 
—a combination of values that has made 
Artolier a symbol of sales leadership in 


the field. 
@ For Quality and Beauty — 







No. 514 


Diameter 10” 
Height 18'/,” 
Collar 3%,” 


No. 520 Install ARTOLIER 
Diemer $14" @ For Customer Satisfaction — 


Suggest ARTOLIER 
@ For Quick Turnover 

Stock ARTOLIER 
Our brand-new 1948 catalog is off the 
presses and is now being distributed. If 
you haven't received your copy of this 
valuable guide-book to larger sales and 

profits, write us today. 


3 fictolicg 


Extension 6” 




















Cords end 
Cord Sets 


Selected by 
leading manufacturers 
...why not by you! 


A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 
able through jobbers 

and distributors / 


Approved by 
Underwriters’ 
Laboratories 





15 Park Row, New York 7, N.Y. 
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Knockouts Don't 
Line Up? 
USE OFFSET NIPPLES! 








1-5/8” 





The Dolco Offset Utility Nipple makes 
possible mounting of switches, gutter 
outlet boxes and other equipment where 
knockouts do not line up. All nipples 
are same length. Underwriters Ap- 
proved, Sizes 42", %”, 1", 1%", 142”, 
2”. Sold through wholesalers only. 
Write for full information. 
Also manufacture Entrance Elbows, 
Meter Loop Boxes, Sequence Meter 
Troughs, Ground Clamps, U Bolts, 
Ground Bushings. 


MANUFACTURING 


D oO LC COMPANY 


Cherry & Curry Sts. 
North Long Beach 5, Calif. 




















Use SPREADERS 
for Rigid 
Outdoor Wiring 








800 
2 wire pigtail circuit for pigtail outlets 


a 
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2 wire circuit to be used with weatherproof socket 








60% 
4 3 wire circuit to be used with weatherproof socket 


Doleco Spreaders make outdoor wiring most 
rigid. Made of special Sillicon Aluminum 
Alloy, these durable spreaders will not rust. 
Sold through wholesalers only. Write for full 


information. 
DOLC MANUFACTURING 
COMPANY 
Cherry & Curry Sts. 
North Long Beach 5, Calif. 












dent, J. A. Mitzeliclt, manager of 
Baltimore-Washington Branch, Frigi- 
daire Sales Corporation; vice president, 
H. C. Lease, Washington manager, 
Westinghouse Electric Supply Co.; 
secretary, Harold Stoll, president, Col- 
ony Radio Co.; treasurer, Fred A. 
Leser, Washington branch manager, 
Ilg Electric Ventilating Co. 


YOUNGSTOWN—Many _ interesting 
activities have occured during the past 
month at the Monday meetings of the 
Electrical League of Eastern Ohio. 

A new sound film, “A Trip Through 
Nela Park,” was presented by Byron 
Christman, district representative of 
Lamp Division, General Electric Co. 
Mr. Christman discussed the growth 
of lamps and the lighting business, and 
reviewed the changes in lamp demands. 
He stated that the 40 watt fluorescent 
lamp now represents more lamp busi- 
ness than any other type. The 100 
watt incandescent lamp is in close sec- 
ond place, and the 200 watt incandes- 
cent lamp in third place. 

At the annual meeting of the league 
the following directors were elected to 
serve for 1948: E. C. Carlson, H. B. 
Gould, C. J. Woodward, Mike Besman, 
J. T. Peden, Joseph Cutler, and E, J. 
Beil. 





Tele Outlet in Every Room 
The first hotel under construction to 
include in its blueprints a multi-antenna 
system for television is the Terrace Plaza 
Hotel in Cincinnati. It will have video 
outlets in 350 rooms. 


More Crops in Less Time 
Agricultural leaders estimate that elec- 
trically operated equipment has enabled 
farmers to grow a third more crops in 
10 per cent less time. 


Candlelight $200 a Month 


The national average residential light- 
ing cost is estimated at $1.25 a month. 
The equivalent in candlelight would 
stretch to $200. 


oA MMe . 
a » 


FLUX 


FOR 
SODERING - BRAZING 
WELDING 


























L.B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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Already a proven seller 


Here's why the Sierra Triplex makes a 
hit with User, Architect, Contractor: 
With contractors it’s the ease of instal- 
lation in standard boxes; the oversize 
binder-head screws; the plaster ears. 
Architects find it harmonizes with all 
kinds of architecture; and is engineered 
for long life. Users appreciate the extra 
outlet and the smooth, safe operation. 
What's more the Sierra Triplex is attrac- 
tively packaged, competitively priced, 
backed by over 25 years experience. 
McDONALD MANUFACTURING CO. a 
546E. 31st St. ¢ Los Angeles 11 GS 






COMPLETE LINE OF 16 MATCHING PLATES 


GET THE DETAILS! 


Send for samples, 
Price List and 
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New Catalog... 


Simply Pin to Your 
z letterhead 

Mc Donald Manufacturing Company 
3 546 East Thirty-First St., Los Angeles 11 


Bene 








| Compony. 










Address 








MAIL THE COUPON TODAY! 
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10,000 hours 


Lamp Life Expectancy 





they give complete customer satisfac- 
tion with your job—both now and 
later. 10,000 hours lamp life expect- 
ancy means lower maintenance cost 
—lack of intermediate burn-outs—no 
replacing lamps during working hours. 
Complete absence of flicking; prac- 
tically no deterioration throughout 
the entire life of the tube. 


Because 


they give an even, glare-free light 
that is soothing and pleasing. No 
spots of greater or lesser brilliance— 
no flicker; no stroboscopic or vibrat- 
ing effect. COLOVOLT lamps start 
instantly, have a low surface bright- 
ness because the lumens are dis- 
tributed over a longer area, give true 
color discrimination and lend them- 
selves to all interior treatments, 


Because 


they are easy to install—operate on 
low voltage cold cathode ballasts or 
high voltage transformers and do not 
require special wiring or starters. 


COLOVOLT LIGHTING FIXTURES 


are modern in design and appearance 
—are easily maintained and cleaned 
—have less dust collecting areas— 
may be used with different types of 
diffusing glass or louvres—are all 
steel with an exceptionally durable 
baked enamel finish which retains a 
hard, smooth, even surface. Union 
made and Underwriters’ approved. 


The trend is to Cold Cathode 
Lighting. Write or wire today 
for complete information. 







A 
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LUMINESCENT 
CORPORATION 
RE re 


*Trade Mark Reg. U.S. Pat. Off. 


GENERAL 
LUMINESCENT CORPORATION 


648 SO. FEDERAL ST. ¢ CHICAGO 5, ILL. 


os 


‘MORE FACTS 


ON PRODUCTS 





~ommercial Fluorescent Lighting—An 
eight-page booklet, catalog No. 312, 


with illustrations, describes mechanical. 


make-up, uses, application data, and 
specifications of open-type, glass 
shielded and louver shielded fluorescent 
troffers in different models for con- 
tinuous rows or individual mounting. 


Mitchell Manufacturing Co., 2525 Cly-' 


bourn Avenue, Chicago 14, III. 
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Electric Heaters—A sixteen-page cata- 
log, No. EC-4, describes the line of 
electric heaters from 1500 watts to 
60,000 watts with ‘illustrations of in- 
stallation views, heaters, controls and 
wiring diagrams. It also contains a 
heating analysis sheet to assist in solv- 
ing industrial heating problems. Elec- 
tromode Corporation, 45 Crouch Street, 
Rochester 3, N. Y. 
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FLUORESCENT LINE 
WANTED 


Established manufacturers repre- 
sentative with following of Elec- 
trical Wholesalers desires a line 
of Fluorescent Fixtures for New 
York State outside of the Metro- 
politan Area. Will have two men 
in field. 


RA 3990, Electrical Wholesaling, 
330 W. 42nd St., New York 18, N. Y. 




















REPRESENTATIVES 


Wanted by well rated Eastern manufac- 
turer of popular priced line of Fluorescent 
and Incandescent Fixtures in the following 
states: Pennsylvania, Ohio, Michigan, West 
Virginia, Kentucky, Tennessee, Maryland, 
D. C., Virginia, Indiana, Illinois, Wisconsin. 

We are well known in al! these states and 
are transacting a large volume of business 
with many active accounts. 

The men we want must have experience in 
selling lighting fixtures and actively cover 
their territory. 

Write in detail stating the territory you 
cover, how often you contact your accounts, 
the companies you are presently represent- 
ing and any additional information which 
will help us to determine your qualifications, 


RW 4053 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 
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WHETHER YOU USE... 


P&S 1815-D (for one-to-a-gang instal- 
lations) 


OR P&s 1311 (for combination wiring) 
YOU GET THESE IMPORTANT FEATURES: 
Totally enclosed bakelite body. 


Simple yoke oscillating in circular 


bearings to minimize friction. 


Kick-off thot assures positive mechan- 


ism performance. 


Full size, one-piece handle with plainly 
visible T-roting. 


Bakelite cover securely anchored to 
body in four places. 


Switch blade assembly which includes 
positive aligning guides, functioning 
also as arc suppressors. 


Binding screws capable of handling 
No. 10 wire. 


Send for P&S Catalog for complete 
listings of P&S switches. 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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APPROVED BY 
UNDERWRITERS’ LABORATORIES 








CATALOG OurTPuT LIST 
MODEL NO. WATTS B.T.U. 1 HR. PRICE 
QR-161 1650 $630 $28.60 
R-162 1650 $630 29.95 
&R-202 2000 6824 29.95 
F.0.B8. Factory 


4 


THERMADOR 


"Seven Leagues Ahead” 


THERMADOR ELECTRICAL MFG. CO. 
Los Angeles 22, California 











Fan and Ventilating Equipment—A 
four-page circular describes three 
models of 8-inch and 10-inch kitchen 
ventilators, including specifications and 
dimensions. Also contained in the cir- 
cular are descriptions and photos of 
the ring ventilator, blower, and desk 
model fan. F. A. Smith Manufactur- 
ing Co., Inc., 225 North Union Street, 
Rochester 2, N. Y. 
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Fans and Ventilating Equipment-——An 
attractive 3-color folder illustrates and 
explains the various ~uses of pedestal 
fans, wall and ceiling fans, table model 
fans, adjustable window ventilators, 
three types of blowers, and industrial 
type equipment fans. Circulators and 
Devices Manufacturing Corporation, 22 
Rose Street, New York, N. Y. 
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Fan and Ventilating Equipment—An 
eight-page catalog gives specifications, 
uses, and various features of fans and 
ventilators, such as the belt driven ex- 
haust fans; attic, window, and counter 
fans; and adjustable and non-adjusi- 
able ceiling fans. Hunter Fan & Ven- 
tilating Co. Inc., 400 South Front 
Street, Memphis 1, Tenn. 





Mixer for Beverage Glasses 
An electric mixer with a beater small 
enough to fit into beverage glasses and 
shakers is on the market. 


Rice-Grain Radio Tube 


The smallest radio tube ever made is 
but slightly larger than a grain of rice. 
It was developed for U. S. military as- 
signments. 


New Headlight for Tractor 
With an increasing number of farmers 
Operating tractors at night, a special 
sealed-beam headlight for the tractor has 
been developed. Its lens is designed to 
concentrate the light on the area immedi- 
ately ahead of the machine. 


Robot “Cop” for Cranes 
An electrical robot has been created to 
warn loading dock crane operators of 
loads that might cause the crane to tip 
over. 


The Radio Can Take It 


Don’t worry, the yowls you hear when 
the radio competes with the vacuum 
cleaner nearby are not detrimental to 
the receiving set in the least. This on the 
word of electrical technicians. 


Exit Another Auto Crank 
Jam-proof windows that raise and lower 
by fingertip control, electrically, are 
among motordom’s 1948 features. 
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LABELED for 





Yes, the label "“RADIBESTOS 
WIRE" on a spool of asbestos 
covered wire—solid or stranded 
—is a guarantee of high quality, 
neat appearance and uniformity. 
High manufacturing standards 
and careful inspection maintain 
that high quality. 


Do you want your orders to be 
shipped according to your pro- 
duction schedules? Radix Service 
will meet your most exacting re- 
quirements. 


Do you have an asbestos cov- 
ered wire problem? Tell us about 
it and let our laboratory staff 
work on if, 


We will be glad to submit sam- 
ples and quotations on your as- 
bestos covered wire requirements. 









The sample card 
illustrated here 
contains nine dif- 
ferent styles of 
RADIBESTOS 
WIRE. Write for 
one today. 


ompany, 
CLEVELAND, OHIO 
yv 


2800 EAST SSTH STREET 
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MITCHEN 


VENT FAN 





Check the features 
emphasized here, 
and you'll see why 
Signal Kitchen 
Vent Fans are 
popular with the 
trade and custo- 
mers alike... fea- 
tures that all point 
to more sales... 
a quality product 
popularly priced 
to actually meet 
the demand for a 
kitchen necessity 
. an item needed 
the year round. 


Find out more 
about Signal 
Kitchen Vent Fans. 
Write for catalog 
information now! 


SLECTRIC 
ORILLS 


Signal port- 
able electric 
drills in mod- 
els for light 
and standard 
duty. OB-4%” 
drill illustrated has abundance of power ue- 
veloped by a smooth running universal motor 
- « « is well balanced, with a comfortable 
rip and air-cooled handle. In addition, 

B-8%4” drill for light duty, and OB-S5 stand- 
ard duty %” drill has everything expected in 
a good drill—power, proper speed, correct 
balance, high quality construction. Ask for 
drill catalog and price information. 
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PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 














Every salesman knows that he has to do 
more than just hold old customers if he 
wants to add to his sales and his income. 


He has to add new accounts to get new 
sources of business—and he has to add 
new accounts to replace the old ones he 
loses. 


Losing customers is a natural thing. 
Some customers move. Some go out of 
business. Some die. Some change to an- 
other source of supply. There are a dozen 
reasons why customers—many of them 
good ones — are lost. 


To increase sales volume we need a 
steady addition of new accounts to the 


customer list. 


A good sales opener can help 

To help you get new accounts you often 
need a good sales opener—some item that 
is so outstanding that it gives you “‘some- 
thing to talk about.” An item that wil 
help you get the interest of men who 
otherwise keep giving you the “‘run- 
around.” 


Among all such items there is none 
better than BUSS Fusetrons. 


How to add to your sales volume 


Refer to the Fusetron bulletin 


in your binder 


In the BUSS Bulletin on Fusetrons you 
will find a complete — but brief — sales 
talk on Fusetrons. 


It shows how Fusetrons eliminate need- 
less blows—how they protect motors — 
how they reduce heating that is so trou- 
blesome in switches and panelboards — 
how they give thermal protection — and 
many other advantages of Fusetrons. 


You don’t have to look very far to find 
something to say about Fusetrons that 
will be of real interest to the man who 
buys electrical protection. 


Don’t for get your assistant salesman 


If you run into some situation where 
you feel that a little help might aid you in 
closing a sale, don’t forget the BUSS 
Fuseman. He is in your territory to help 
you in any way he can. The factory is con- 
tinually feeding him new ideas, too, that 
he can pass along to you. So put him to 
work —he will be glad to cooperate. 


Bussmann Mfg. Co., St. Louis, Mo. 
Division McGraw Electric Company 





